











eth] 














ema 











New York and Chicago Thursday, October 16, 1924 





Four Dollars Yearly 
Single Copies 25 Cents 














Voiume CX!!! 
Number XV! 











You’ll Find Servic 
Where the Heart Is 


\ eReinsurance I Life 


Des Moin 


a 


yi 











| 

















= JOC 





























Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 





FOR 


RAIN INSURANCE 


“Inland Lloyds” 
of New York 


Cash Deposits in 
New York State 


$415,050.50 


Duly organized, approved 
and licensed by the Insur- 
ance Department of New 
York. 


ALL FORMS OF INSURANCE 
ACCEPTED 





EXCESS COMPENSATION 
CASUALTY COVERS 


Security Mutual Casualty Co. 
OF CHICAGO 


Assets $6,800,000 
Surplus $2,210,000 


Surplus and Reserve $6,200,000 


STRONGEST CASUALTY 
COMPANY IN AMERICA 
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S much a local business 
as the Bank or Drug 
Store. 

You carry your deposits 
locally, our investments are 
made in the communities 
we serve. 

A connection with the 
Farmers and Bankers Life 
means a new business for 
you and your town. 

Write us about our Co- 
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A Peoria Life Agent’s Big Asset 


Among the fixed aims of the Peoria Life has always 
been this one: to make it worth a great deal to be able 
to say, “I am the Peoria Life Agent.’’ ‘Through its 
policy of ‘Service to Policyholders’” the Peoria Life 
has built up a good will of incalculable value to its 
representatives. 


In every community where the Company operates, 
when people think of the Peoria Life, they re- 
member how promptly its death claims are always 
paid—how its agents have rendered every assist- 
ance to the beneficiaries—how the settlements are 
approved and checks mailed within thirty minutes 
after receipt of proofs—often delivered before the 
funeral. 


The name of the Peoria Life suggests to the public 
the unusually liberal policies and benefit it pro- 
vides. It reminds them of its Free Annual Health 
Examination. They think of its friendly, helpful 
attitude,—its Policyholders’ Bulletins and ‘‘Policy- 
holders’ Month.” 


Every transaction deepens the impression that the 
Peoria Life is consistently giving life insurance 
service that is out of the ordinary. Such a 
favorable reputation for conscientious ‘‘Service 
to Policyholders” is one of the big assets of the 
Peoria Life agent. 


PEORIA LIFE INSURANCE COMPANY 
PEORIA, ILLINOIS 
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NEW JUVENILE 
POLICY 


Written by The Lincoln National Life 
Insurance Company on the lives of 
children from one day old up to 
oe 14 years. 
Issued as Terminal Endowments, maturing at ages 16 
to 20, inclusive, or as a Twenty Pay Life or Twenty Year 
Endowment. 
The full face value of the policy is reached on the an= 
niversary of the policy on which the insurance age of the 
child is 5 years. 
Waiver of further premiums in event of the death or 
disability of the father may be provided by the Payor 
Insurance feature. 
In event of the death of the child the policy is payable 
to the father. 
This new JUVENILE POLICY completing the kit of 
service tools for Lincoln National Life agents makes it 
pay to 


The Lincoln National Life Insurance Co. 
‘*Its Name Indicates Its Character’ 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $325,000,000 in Force 
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INSURANCE AND THE PUBLIC 


J. B. Levison, President of Firemans Fund, Addresses Fire Under- 
writers of Northwest at Chicago Convention 


* AM convinced that with the development of 
a closer relationship and a more intimate 
contact with the business world will come 
a more sympathetic and friendly under- 
standing of the insurance business and its 
problems. As a natural consequence we 
will have the cordial assistance and support 
from business when such assistance and 
support are needed. 

I have been urging and preaching the necessity of this broad- 
ening of our activities for years, and it is a most encouraging 
sign of the times that the Union, at its recent meeting, author- 
ized the appointment of a committee on public relations in a 
resolution stating its aims as follows: 

To establish an adequate point of contact with public officials, com- 


mercial, financial and industrial associations, local agents’ associations, 
insurance federations, and other forms of legitimate organized effort. 


FirE Business APPROACHING CRISIS 

As I see the situation today, the fire insurance business of 
the country is approaching a great crisis, if such a crisis does 
not already exist, and this condition, in my opinion, is charge- 
able in the first place to an absence of harmony and lack of 
co-operation on our part, suggesting an indifference and apathy 
which is most difficult of comprehension; secondly, to the 
isolated position occupied by insurance and insurance men in 
the business world; and finally to an ignorance on the part of 


ee 
Fi Extracts from the annual address delivered by J. B. Levison, president of the 
iremans Fund and Home Fire and Marine insurance companies, before the 
> of the Fire Underwriters Association of the Northwest in Chicago 
yesterday, 


the public of the splendid service fire insurance renders and the 
importance of this service to the country at large. 

To come at once to my first point, the indifference or apathy 
of all too large a proportion of men engaged in the fire insur- 
ance business, an apparent lack of appreciation of what is 
looked upon by many as a most critical situation, and a disposi- 
tion to continue along the beaten path, are things which must 
be overcome. In some respects this seems characteristic of 
a certain type of fire insurance man who is working in a trench 
so deep that he cannot look out over the top. 


Too Mucu INDIFFERENCE 

“There are none so blind as those who will not see,” but a 
strong effort should be made to force this class (and they are 
to be found among company executives, managers, agents and 
brokers alike) to open their eyes and realize that they can no 
longer sit idly by in the confident thought that others will solve 
their problems, or say, as I frequently heard said, “I have no 
time to attend meetings or act on committees. There are plenty 
of others who like this work and I am quite content they 
should do it.” To this indifference—or, to use a better ex- 
pression, to this selfishness—can be charged, at least in part, the 
present condition of the fire insurance business. This suggests 
the thought that the same apathy on the part of the American 
people, in a larger sense, has brought about the menace of 
radicalism and socialism, which leads thoughtful men and 
women of conservative insurance to look to the future of our 
country with distinct apprehension. Some way must be found 


(Continued on page 12) 











Life Insurance 


LHE SPreCiaArorR 











LEGAL SECTION IN SESSION 


Division of American Life Convention Holds Two-Day Conference 
Important Topics Up 


[SpeciAL DISPATCH FROM A STAFF CORRESPONDENT] 


EW ORLEANS, LA., October 14—The initial meeting 
N of the legal section of the American Life Convention, held 

prior to that body’s annual meeting, was late getting 
under way at the Roosevelt hotel here on Monday. W. H. 
Hinebaugh, general counsel of the Central Life Insurance 
Company of Chicago, was presiding, and a large portion of the 
morning session was consumed by a review of the Louisiana 
civil law made by Hon. Wm. W. Westerfield, formerly of the 
Louisiana Supreme Court. While interesting, this discussion 
had no bearing on life insurance. 


iden Mownpay SESSION 

The second paper was read by Judge W. S. Ayers of the 
Bankers Life, Des Moines, whose subject, “Usury,” dealt with 
interest rates permissible in various States and penalties pro- 
vided for violation. In many States, the charge of a consideration 
fee by the agent for making the loan, if made with the knowledge 
of the. company, is construed as usurious. Assignment of 
policies of life insurance, however, if required by the company, 
is not so construed. Discussion at the afternoon session brought 
out the fact that compound interest on policy indebtedness, 
such as adding interest to interest on policy loans, does not 
come within the purview of the law. 


Wants “UNFAVORABLE ACTION” CLAUSE IN POoLicy 

The address of James C. Jones, general counsel of the 
American National, St. Louis, on “Torts,” while well received, 
did not by any means convert all of Mr. Jones’ hearers to his 
way of thinking. He favors the inclusion, in the application 
for insurance, of a provision which would give the applicant 
the. right to presume that unfavorable action had been taken if 
no policy were issued within sixty days of the application. Mr. 
Jones declared that the Provident Mutual is already incorporat- 
ing such a clause in its applications. 

By far the most exhaustive paper of the day was that read 
by Hon. W. B. Miller of the Volunteer State Life, Chattanooga, 
on “Reinstatements.” Mr. Miller treated the history of the 
reinstatement clause as traceable indirectly to old court 
decisions, and as applicable directly to statutes enacted since 
the Tennessee Law of 1907. In his opinion no court will go 
so far as to say what constitutes evidence of insurability satis- 
factory to the company. 

The only entertainment provided Monday was a luncheon 
at the Hotel Louisanne, at which the Pan-American Life was 
host. 


TuEspDAyY SESSION 
The second day’s session opened with a discussion of Mr. 





Miller’s paper on “Reinstatements,” led by H. C. Bates, asso. 
ciate counsel of the Metropolitan. Mr. Bates thinks that when 
the terms of a life insurance contract are prescribed by legislative 
act there can be no diverse construction against the company in 
case of litigation. He brought out the interesting point that 
the Government is incorporating in its converted policies a 
provision which declares that declining reinstatement set forth 








in a letter to the insured would evidence of the right to contest a 
policy, but doubts whether State Legislatures and supervisory 
officials would grant this leeway to the companies. 


REINSTATEMENT Does Not CHANGE CONTESTIBLE PERiop 

T. J. Tyne of the National Life and Accident, continuing 
the discussion, expressed the opinion that a reinstatement does 
not change the contestible period of the original policy. If the 
contrary were true, a new contestible period would be estab- 
lished each time a policy lapsed and was reinstated. He recog- 
nizes a certain prejudice against companies in the minds of 





courts, and declared that the waiver and estoppel privileges 
had been completely emasculated by decisions. Lewis A. Steb- 
bins, general counsel for the Old Colony Life, Chicago, in 
discussing the “Advantages of Being in the Federal Courts,” 
said that, although under recent decisions there was clearly no 
longer danger of a company having its license revoked by a 
commissioner for taking a case into the Federal rather than the 
State courts, that there was a question as to whether it was 
invariably good policy for a company to exercise this right. 
The discussion brought out the fact that Federal juries were 
usually more intelligent and consequently less prejudiced against 
corporations than juries in State courts. But those discussing 
the subject generally concurred with Mr. Stebbins, that there 
was danger in indiscriminately resorting to the United States 





courts. 
E. J. McGiveny ELecrep CHAIRMAN 
James C. Jones, Jr., associate counsel, American National, 
St. Louis, led the discussion of “Validity of Service Upon 
Statutory Agent in Actions Not Arising Out of Business Trans- 
actions Within the State.” Allan E. BroSmith, assistant counsel, 
Travelers, Hartford, read a paper captioned “Are Proceeds of 
a Life Insurance Contract Subject to Death Duties?” ; while 
Walter F. Seay, in a lighter vein, recited the “Trials and 
Tribulations of Trial Lawyers.” The program concluded with 
a review of life insurance decisions of the year by William 
Ross King, editor of the American Life Convention Legal 
Bulletin. 
Eugene J. McGiveny, general counsel, Pan-American, was 
advanced to the chairmanship of the legal section, and Walter S. 
Ayers, general counsel, Bankers Life, was elected secretary. 
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VERSUS EXPECTED 
T ALIT Y—1909-1923 
IFE insurance dividends are derived 
from three sources—gain from mor- 
tality, excess interest earnings, and sav- 
ings from loading. The most important of 
these is gain from mortality. It will be 
gratifying, therefore, for insurance ex- 
ecutives and policyholders to know that 
the gains from mortality in 1923, as re- 
vealed by the combined results of seven- 
ty-six ordinary and ten industrial life 
insurance companies, compare well with 
those for the year 1921, which were the 
most favorable of of the fifteen 
years under review. The table showing 
the statistical basis of these observations 
17 of this is- 


ACTUAL MOR- 


any 


is presented on page 
sue of THE SPECTATOR. 

In 1923 the mortality expected by 
seventy-six ordinary life insurance com- 
panies was $3206,722,295, while the ac- 
tual mortality was only $178,729,867, a 
saving of $147,992,428, or, a percentage 
of actual to expected of 54.70 per cent. 
In 1922 the expected mortality was 
$290,834,568, while the actual 
$155,768,734, a saving of $125,065,834, 
or, a percentage of actual to expected 
of 53.56 per cent. The percentage in- 
crease in 1923 over 1922 is 1.14 per cent. 
The increase in 1923 over 1921 is 2.97 
per cent. Those who are interested in 
these figures would perhaps rather see 
them remain constant or even wish to 
see them decline further, but life insur- 
ance depends to a great extent on the 
law of averages, and such fluctuations 


was 


as these are natural, and no special sig- 


nificance need be attached to this slight 
increase. 

The mortality expected by ten of the 
largest industrial insurance companies 
in 1923 was $173,506,046. The actual 
mortality was $105,420,830, a saving of 
$68,085,216, or a percentage of actual 
to expected of 60.70 per cent. In 1922 
the expected mortality was $152,158,- 
754, while the actual was only $88,696,- 
767, a saving of $63,461,987, or, a ratio 
of actual to expected of 58.29 per cent. 
The increase in the ratio over 1922 is 
2.41 per cent; the increase over 1921 is 
2.59 per cent, which is practically the 
same percentage increase as that experi- 
enced by the ordinary life companies in 
1923. 

The average of the ratios of the or- 
dinary life companies for the five-year 
period, 1909 to 1913, was 57.91 per 
cent, as compared with 71.58 per cent for 
the five years from 1908 to 1912. The 
average ratio of the five years from 1914 
to 1918 was 72.86 per cent, which com- 
pares with an average ratio of 62.98 
per cent for the five years from 1913 
to 1917. It will be recalled that 1918 
was the year of the influenza epidemic, 
and the unfavorable experiences of that 
year are thus reflected in the averages of 
the ratio of that five-year period. The 
average ratio for the years 1919 to 1923 
is 56.27 per cent, which is 1.57 per cent 
higher than the ratio for the year 1923. 
This shows that the 1923 results are 
the five-year 
The fifteen- 


practically the same as 
average for 1919 to 1923. 
year average, from 1909 to 1923, is 
68.58 per cent, as compared with 67.48 
per cent from 1908 to19g22. 

The five- and fifteen-year averages of 
decided 


companies show a 


1909 to 1913, 96.09 


industrial 
trend downward: 
per cent; 1913 to 1918, 93.38 per cent; 
and 1919 to 1923, 63.20 per cent. The 
fifteen-year average, Ig09 to 1923, is 
76.31 per cent, as compared with 82.94 
per cent for the period from 1908 to 
1923. The ratio for the period from 
1909 to 1923 was calculated from the 
actual figures of seven of the largest 
companies. Complete figures for the 
other three companies were not avail- 
able. It is estimated, however, that the 
increase in the ratios would be less than 
one per cent were the complete data 


available for all companies. 


5 


There is substantial evidence in the 
above figures to show that the institution 
of life insurance has once more demon- 
strated the soundness of the principles 
upon which it is founded, and, barring 
unforeseen calamities, there is no reason 
to believe that it will not continue to 
vindicate the faith of insurance execu- 
tives and fieldmen in it. 





LTHOUGH the fire loss in the 

United States and Canada in Sep- 
tember last was nearly $1,000,000 greater 
than in September, 1923, having been 
$29,612,400, according to the records of 
the Journal of Commerce, the total for 
the first nine months of this year, .$266,- 
000,000, is some $36,000,000 less than in 
the corresponding period last year, and 
$26,000,000 less than in the first nine 
months in 1922. 





La Salle Fire Bought by Union Indemnity 


New Or eans, La., October 14—The Union 
Indemnity Company of New Orleans has pur- 
chased the La Salle Fire of that city, the pur- 
chase to be ratified by the stockholders of the 
Union Indemnity. 

The Union Indemnity will increase the capital 
of the La Salle $500,000 and will add a like 
amount to its surplus. Two shares of the La 
Salle’s stock will be exchanged for one of the 
Union Indemnity, but the companies will be 
operated separately. 

There will be no change in the official staff 
of the La Salle other than the creation of a new 
position, that of chairman of the Board of Di- 
rectors. This place will be filled by Irving 
Moss, president of the Union Indemnity, who 
will, of course, also continue as the head of the 
latter institution. 





Death of Paul L. Woolston 

Paul Livingston Woolston, well-known con- 
sulting actuary of Denver, died at Seattle, 
Wash., recently. Mr. Woolston was born 
at Camden, N. J., in 1874 and, after being 
educated at the grammar and high schools of 
Asbury Park and Pennington Seminary in that 
State, graduated from Wesleyan University, 
Conn., with the degree of B.S. 

Following some experience as a teacher of 
mathematics, he joined the actuarial depart- 
ment of the New York Life and remained with 
that company for three years. Subsequently 
he became a member of the staff of THE SpEc- 
TATOR and for some time assisted in compiling 
its statistical publications, later being ap- 
pointed assistant actuary of the Hartford Life 
Insurance Company. His next post was as 
manager of the Louisiana National Life Assur- 
ance Society, New Orleans, and then, in 1906, 
he entered private practice as a consulting actu- 
ary and insurance accountant, making his head- 
quarters in Denver. 
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SCORES INDIFFERENCE 


President of Missouri Federation 
Calls on Insurance Men to Help 


WOULD DEFEAT COMPENSATION LAW 


Sees Certainty of Monopolistic State Fund 
in Proposed Measure—Political 
Forces at Work 


Str, Louis, Mo., October 11.—W. M. Byrne, 
president of the Insurance Federation of Mis- 
souri, in a letter sent out to all of the insur- 

ance agents and brokers in the State, has scored 

them drastically for their lethargy in getting 
behind the efforts of the Associated Industries 
of Missouri to prevent the passage of the 
radical labor Workmens Compensation Act, 
_ Proposition No. 6, to be voted on at the gen- 
eral elections on November 4. The present 
indications are that the measure will be put 
over by a large majority, and that the com- 
panies: writing workmen’s compensation and 
-employer’s liability insurance in the State will 
be put out of business. 

Aside from a few valiant insurance men, the 
general run of agents and brokers through- 
‘out ‘the State have not lifted a hand to aid 
‘the strangers who are working night and day 
in a desperate effort to save the insurance 
men’s business for them. The rank and file 
of the business are standing aside, endeavor- 
ing to solve bigger problems, while their own 
bread and butter is being snatched from their 
mouths. President Byrne mince 
words in driving home the dangers of the 
‘present situation when he says: 


does not 


it is a direct insult to the employers of this 
State that we, the very men and women to 
whom employers pay millions of dollars in pre- 
-miums, are, with few exceptions, doing nothing 
to help them. Even though the employer is 
left to sink or swim on Proposition No. 6, 
ordinary business precautions should prompt 
you to protect your own business. 

It is just such indifference that is dragging 
the insurance business into disrepute, and we 
deserve all the condemnation the public hands 
us. 
It is humiliating to be compelled to call 
your attention to this matter in such language, 
but those who have contributed, now give 
notice that they will stand no criticism in the 
event this drastic business-destroying proposi- 
tion, known as No. 6, carries on November 4. 

We believe we have done all that can humanly 
be expected of us, but the small percentage 
of contributing agents and brokers cannot and 
will not carry the whole load. 

It is now up to you to remit all your business 
will bear, so that the Associated Industries may 
carry on with its most excellent educational 
work. This is especially directed to those 
who have not contributed anything as yet. 

Again—it’s up to you! 

Apparently all other lines of insurance are 
equally indifferent to the present 
thinking that the fight is not theirs. However, 
they do not realize that State workmen’s com- 
pensation is but a step ahead of State fire in- 


struggle, 


surance, State automobile insurance and other 
radical innovations in the entire institution of 
insurance in Missouri. 

In the meantime the radical labor leaders be- 
hind this measure, and the politicians of both 


major parties who realize that the State fund 
will bring with it many choice political plums 
to be plucked, are working night and day to 
have it passed. All sorts of propaganda are be- 
ing used to put the measure over. In some 
localities it is rumored the rank and file of 
voters are being told that the bill will result in 
substantial reductions in the premiums of all 
forms of insurance. 


ASSOCIATED EMPLOYERS 
RECIPROCAL 
Clifford Ireland and James Gullett Chosen 
Receivers—Final Chapter in Action 
Now Written 


Cuicaco, Itu., October 14.—After a hearing 
that has extended over a period of weeks, Fed- 
eral Judge Wilkerson last week appointed two 
receivers for the Associated Employers Recip- 
rocal. These two—Clifford Ireland, director of 
Trade and Commerce for Illinois, and James 
Gullett, assistant attorney-general of Illinois, 
have already qualified by giving bond. Mr. 
Ireland will serve without pay, whereas Mr. 
Gullett will resign from his post as assistant 
State’s attorney and will be placed on a salary 
basis during the time of his receivership duties. 

Appointment of the two receivers by the Fed- 
eral Court marks the final chapter in the pas- 
sage of the Associated Employers, one of the 
largest and reputedly strongest reciprocals in 
the casualty field. Another Sherman & Ellis 
institution, Inland Lloyds, is to be liquidated by 
the New York Insurance Department. The 
Sherman & Ellis management contract with the 
Indiana Mutual Casualty has been abrogated 


‘by the directors of that institution. The Indiana 


Insurance Department has called for a state- 
ment from the Indiana Mutual Casualty and 
has also announced that a convention examina- 
tion of the mutual is to commence soon. 
Arguments in the proceedings pending be- 
fore Judge Wilkerson in the United States Dis- 
trict Court involving the Associated Employers 
Reciprocal were concluded October 6, 1924. 


R. H. Harris’ Challenge 

R. H. (“Rol’’) Harris, Albany general agent 
of the Monarch Accident and Insurance Com- 
pany, Springfield, Mass., visited the home office, 
recently, attending the 
He made 
an interesting proposition for the stimulation 
of business, and, through the home office, had 


while in Springfield 


New England Grotto Convention. 


it broadcasted. He wishes to wager twenty- 
five dollars with any of the general agents on 
the force that during the company’s contest 
months of October and November he will write 
a greater number of applications personally 
than the ones with whom he bets. Only those 
applications credited to the general agent, dur- 
ing the contest months, as his own personal 
production, will count. 

Inasmuch as the challenge has been issued 
to over seventy-five general agents, Mr. Harris 
must be very confident of standing near the 
top in personal production or he will stand a 
chance of a heavy loss. 
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——=—= 
AGENTS’ CONVENTIONS 


Wyoming Commissioner Writes to 
The Spectator 


DRAWS PERTINENT PARALLEL 


General Agent Also Expresses Views—Be, 
lieves Such Gatherings Benefit All 


The article on agents’ conventions, which 
was published in THE Spectator for October 
2, has attracted much attention and has cause 
not a little comment. Some insurance com. 
pany officials and several Insurance Commis. 
sioners have expressed themselves as opposed 
to the practice of holding gatherings of agents 
at points far distant from their home offices, 
One insurance superintendent even went to the 
extent of sending a circular letter, concerning 
this subject, to the insurance companies oper. 
ating in his State. Altogether, the topic ex. 
hibits a fertile field for discussion and has 
evoked widely-divergent opinions. One of the 
most interesting viewpoints yet displayed js 
contained in a letter written to THE Specrarop 
by Hon. H. A. Loucks, Insurance Commissioner 
of the State of Wyoming. In his remarks, 
Commissioner Loucks suggests that, while some 
of the Commissioners are engaged in censuring 
the companies for permitting these agency 
meetings wherein travel, pleasure and business 
are combined, the Commissioners themselves 
may not be entirely without blame. His letter, 
in full, is as follows: 


[To the Editor of THe Spectator] 


I have been considerably impressed by the 
article, in your issue of October 2, entitled 
“Discouraging Expensive Agents’ Conventions,” 
Not because I would pass upon the advisability 
or inadvisability of such conventions for agents, 
but because of the striking similarity between 
the conventions under discussion and those held 
by the Insurance Commissioners of the vari- 
ous States known as the National Conventions 
of Insurance Commissioners. 

I hesitate to criticize because of the fact that 
. am a new Commissioner in the convention. 
The first convention which I have been able 
to attend was the Seattle convention this year. 

From magazine articles and other sources of 
information, I believe I had a right to expect 
that there were many things of importance to 
practically all States to come before that con- 
vention. Not being familiar with the usual 
proceedings of previous conventions, T hold that 
one of my experience had a right also to ex- 
pect that action of a constructive nature would 
be taken on at least the majority of subjects 
to be brought before the convention. 

Entertaining such belief, I decided to attend, 
even though it meant a real financial handicap 
to our department otherwise, only to find that 
in reality practically every matter brought be- 
fore the convention was laid over until the 
winter convention. The question naturally 
arises. “Why, then, have a summer convention 
if practically no business is to be transacted? 

Why not set an example in conservation 0 
State funds by holding a meeting of the cot 
vention once each year or two as business de- 
mands? Would we not thereafter be in a bet- 
ter position to make economic recommendation 
to licensed companies operating in the various 
States as to extravagant expenditures of _ 
ous sorts than we are under present conditions: 

Sight-seeing trips are fine. T believe T love 
such trips as much as the average Commis 
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sioner. In the above remark I mean to include 
travel scenery, city scenery, mountain scenery, 
human scenery and all that was to be seen in 
our most pleasant boat trip to Victoria, B. C. 
(Only those present at the reception given at 
the yacht club will appreciate fully the term 
“hyman scenery.”) As much as I appreciate 
all this, it is not up to the taxpayers of my 
State or to the insurance companies operating 
therein through taxation to finance a trip for 
that purpose unless I can return them value 
received. 

This department is opposed to more than one 
convention per annum. The present Commis- 
sioner of Wyoming does not profess to speak 
knowingly as to the needs of more frequent 
conventions, but speaks from observations made 
at the Seattle convention. 


The conclusion reached was that the actual 
work done by this body and the little good 
accomplished, aside from forming valuable 
acquaintances, does by no means jutisfy the ex- 
pense. . 

Many States, including Wyoming, are limited 
on appropriations and could spend to a far 
better advantage money required for the pur- 
pose of attending additional meetings, I for 
one do not propose to spend the much needed 
appropriation for pleasure trips if I know in 
advance that they are liable to so terminate. 
The entertainment afforded by the Seattle 
people was most elaborate and pleasing to all, 
I believe. Their hospitality deserves com- 
mendation. 


I do by no means wish to underestimate the 
few papers presented at the few sessions held. 
They were masterful and enlightening to all. 
I failed, however, to find a single thing which 
seemed to demand attention of the body at that 
time, practically all matters of importance be- 
ing laid over until the December meeting. 


My State owes me a trip when I can return 
to it value received with profit to it, but not 
otherwise. 

In view of the above observations, I have 
taken the liberty of so expressing my views 
for publication if you so desire. The sooner we 
Commissioners get down to a business basis, 
the sooner we will be taken seriously when we 
make demands for economy from others. This, 
I believe. we all do at some time or other. 

Cordially yours, 
H. A. Loucks, 
Insurance Commissioner. 

October 8, 1924. 

Apropos of the same subject, and encouraged 
also by the article in THe Spectator for 
October 2, a general agent has written to this 
journal in order to give its readers the reac- 
tion of what he considers to be the popular 
feeling among the agents themselves regarding 
this matter. This general agent’s letter con- 
tained the following clear resumé of the posi- 
tion of the companies’ representatives as he 
sees it: 


Why this line of talk? Does not everyone 
know that, as a matter of fact, these outings 
do not cost any company a red cent? Every 
attendant at these combined pleasure trips and 
business gatherings has defrayed his own ex- 
Penses in full by large increases in new busi- 
ness. Such meetings are of the greatest bene- 
fit to all and no other mode of expenditure 
would bring about such practical, efficient re- 
sults. The advantageous educational benefits 
that derive from insurance men getting together 
and talking over affairs are invaluablee@ The 
result is the development of better men to repre- 
sent the companies: the benefits are educational 
from start to finish; and both companies and 
agents gain by the experience. 
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RECEIVER ASKED 





American General Indemnity Said to 
Be in Difficulties 





ACTION BY SUPERINTENDENT HYDE 





Echo of Interstate Casualty’s Troubles 
Seen in Company’s Present Status 


St. Lours, Mo., October 11.—Suit to place 
the American General Indemnity Corporation 
of St. Louis, Mo., in receivership was filed in 
the St. Louis Circuit Court on Thursday, by 
Attorney-General Jesse W. Barrett on behalf 
of State Superintendent of Insurance Ben C. 
Hyde, whose appointment as receiver for the 
company was suggested. 

On Saturday morning, October 11, former 
Supreme Court Justice Conway Elder, counsel 
for Judge Charles G. Revelle, receiver for the 
Interstate Casualty Company, filed an applica- 
tion to intervene as a party at interest to the 
American General Indemnity Company suit, 
which request was immediately granted by Cir- 
cuit Judge Frey, and the case was then con- 
tinued until October 22, at which time Judge 
Elder will be permitted to plead on behalf of 
his client. 

The Interstate Casualty Company receiver 
takes the position that, through the deal where- 
by officials and others interested in the Ameri- 
can General Indemnity Corporation bought into 
the Interstate Casualty Company last February, 
that corporation assumed the equity of the 
American General Indemnity Corporation in 
$209,000 worth of bonds and securities on file 
with the Missouri Insurance Department as 
security to protect policyholders in the Ameri- 
can General. Although the company is alleged 
to have failed to keep books and to date it has 
been impossible to obtain an exact audit of its 
affairs, it is believed that but some $36,000 in 
liabilities are outstanding against the company, 
and that when sufficient of the securities now 
on file with the Missouri department are sold to 
protect the policyholders of the American Gen- 
eral the balance will be available to pay off 
creditors of the Interstate Casualty. 

Judge Revelle has not revealed his attitude 
toward the appointment of Insurance Superin- 
tendent Hyde as receiver for the American 
General Indemnity Corporation. However, he 
has been hopeful of conserving all the possible 
assets of the Interstate Casualty and in the 
interest of economy some plan may be worked 
for as consolidation of the two receiverships, 
so as to keep down overhead, attorneys’ fees, 
GUC. 

There is no question but that the Missouri 
Insurance Department and the receiver for the 
Interstate Casualty Company have the great- 
est interest in the liquidation of the American 
General Indemnity Company, the former be- 
cause of its official duty as guardian of the 
securities placed with it for the protection of 
the policyholders of the company, and the lat- 
ter because of the connection between the two 
companies. 

The suit of Superintendent Hyde was not 
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unexpected in St. Louis insurance circles. 
Immediately after the Interstate Casualty re- 
ceivership when the question of the disposition 
of the $209,5co of securities on file at Jefferson 
City was raised, Superintendent Hyde stated 
that he would not dispose of these stocks, bonds 
and notes without some judicial decree to guide 
him. A receivership suit was the logical con- 
clusion. 

In his suit Commissioner Hyde charged that 
the American General Indemnity Corporation 
failed and refused to keep books of its opera- 
tions, with the result that no adequate record 
of assets, liabilities and policyholders is avail- 
able for audit. Another charge made was that 
policies were issued by officials of the company 
although their form had not been submitted to, 
nor approved by, the Missouri Insurance De- 
partment. 

When a license was taken out to do business 
in Missouri the company filed with the Mis- 
souri Insurance Department bonds, mortgages 
and other securities with a purported par value 
of $209,500. These securities Mr. Hyde is 
holding to protect the liabilities of the com- 
pany, but their value has been impaired, the suit 
recites, because certain of the purported debt- 
ors of the company are insolvent or bankrupt 
or deny having received any consideration for 
their signatures to the documents signed by 
them, while others are alleged to have denied 
executing the documents purporting to bear 
their signatures, : 

Alluding, apparently, to the deal whereby 
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certain officials and others interested in the 
American General bought into the Interstate 
Casualty the petition stated: 

“Certain officers have endeavored to make an 
assignment of the business and assets of the 
corporation and transfer, assignment or sale of 
the stock of the corporation to another cor- 
poration, but this is not now, or never has 
been, approved by the insurance department.” 

Loans of the American General to other cor- 
poration in which “certain officers” of the 
former company were financially interested 
have been a factor in the present condition of 
the American General, which makes its con- 
tinued operation “hazardous to the public and 
policyholders” was also asserted. 

As has been explained in Tue Specrator, 
Judge Revelle was appointed receiver for the 
Interstate Casualty by the United States Dis- 
trict Court at St. Louis on August 14, after 
Vice-President James D. DeBuchananne filed 
suit alleging that the company was insolvent. 
Subsequently on October 3, Judge Revelle in 
his first report to the court as receiver for the 
company stated that the total impairment of 
the company was $532,885, wiping out the cap- 
ital stack of $500,000. 

In his report Judge Revelle carried the equity 
in the American General Indemnity Corporation 
on file with the Missouri department as one of 
the non-admitted assets of the company. Cir- 
cuit Judge Frey was so informed by Judge 
Elder on October 11 in intervening in the Hyde 
suit. 

The $36,000 on policies out against the Amer- 
ican General are said to consist exclusively of 
depository bonds given to depositors of the 
Citizens Trust Company of Gorin, Mo., in 
which the Interstate Casualty Company de- 
posited $122,718.98. The bank has failed and 
to date has paid no dividends to the depositars. 
Its exact condition is unknown, the Missouri 
finance department to date failing to issue a 
statement of its financial affairs. 

Judge Revelle’s report of the Interstate Cas- 
ualty Company revealed also that $34,500 in 
bonds were missing and that officers of the 
company obtained large loans from it, one item 
being a note for $85,000, bearing the signatures 
of J. B. McCutchan, former vice-president, and 
J. L. McNott, former secretary and general 
counsel, together with C. C. Hill. 

It will be recalled that Judge Revelle in 
liquidating the affairs of the Interstate Casualty 
Company is co-operating with former Insur- 
ance Commissioner of Alabama A. W. Briscoe 
of Birmingham, Ala., who is receiver for the 
company in that State. During the past week 
Mr. Briscoe sold sufficient of the bonds on de- 
posit with the Alabama department to pay all 
of the reinsurance premiums due under the 
Various deals closed since the liquidation of the 
company got under way, a total of some $30,000. 

During the past week a deal was closed with 
the Western Automobile Casualty Company for 
the reinsuring of the company’s Michigan auto- 
mobile business on the basis of 65 per cent of 
the unearned premiums. The Ohio Casualty 
Company, Hamilton, O., also purchased the 





Michigan plate glass business and the St. Louis 
property damage and collision business and 
plate glass on the same basis. 





Northwestern Casualty’s Paid-up Capital 
Now $1,000,000 

Cuicaco, ILt., October 14.—Stockholders of 
the Northwestern Casualty and Surety Com- 
pany, Milwaukee, Wis., through the board of 
directors, authorized the sale of the remaining 
stock held in the treasury, amounting to nine 
hundred and fifteen shares, by resolution passed 
on October 7, 1924. Immediately following the 
resolution authorizing the sale of this stock a 
syndicate was formed, which oversubscribed 
the outstanding stock. Under this arrangement 
the present stockholders only will be permitted 











to hold this issue, which is allotted in propor- 
tion to their present holdings. This actioh 
brings the fully paid-up capital of the North- 
western to a million dollars and’ increases its 
surplus substantially. George L. Truitt, vice- 
president and general manager, filed his report 
as of September 30, which showed that pre- 
miums written up to that time were $1,116,444, 
as compared with $805,289 written in the same 
period of the preceding year. 

Since the appointment of Mr. Truitt as gen- 
eral manager of the Northwestern, many im- 
portant changes have been made in the official 
staff of the company and among them is the 
addition of Fred L. Shove and Jay J. Rey- 
nolds as managers of the casualty and surety 
departments respectively. 

















Selling Surety 


ELLING surety bonds isn’t a business 
for the flash-in-the-pan boys—but for 
the agent who takes time to study a little, 


Income Tax collector. 











conditions. 


plan a little, and work a lot, it is an avenue 
to revenue that adds to the activity of the 


Big per capita production is as easy in small 
towns as it is in big cities—easier if the agent 
has vision and takes advantage of the op- 
portunity to develop new lines to meet local 


Steady plugging does it—the kind of honest, 
earnest, systematic work that has built every 
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permanent thing the world ever saw. 


PRODUCTION DEPARTMENT, 
FIDELITY & DEPOSIT COMPANY, 
Baltimore, Md. 

If you are not already adequately repre- 
sented in this territory 1 will be glad to have 


full information regarding an agency connec- 
tion with your Company. 
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HAIL 

LIGHTNING 

MOTOR CARGO 
TORNADO 

PARCEL POST 

GAS EXPLOSION 
TOURIST BAGGAGE 
SPRINKLER LEAKAGE 
RENT AND RENTAL VALUE 
USE AND OCCUPANCY 


OR 
BUSINESS INTERRUPTION 


AUTOMOBILE: 


FIRE 

THEFT 

COLLISION 
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PROPERTY DAMAGE 





ON THE FENCE 











the Train, 


Daddv!”’ 


“Here comes the train to take us to Grandma’s. I’m going 
to watch for the funny Old Man that takes care of our trunk. 
You know, Daddy, the funny Old Man on the Fence you said 
keeps our trunks from getting lost like he keeps our house from 


getting burned up.” 


And the little girl, on her way to “visit Grandma” knows 
that their baggage will arrive safely or else the Old Man will 
pay her Daddy the value of it. 


For the Ohio Farmers now writes Tourist Baggage insur- 
ance, furnishing the same reliable indemnity it has been noted 
for since 1848. 


If you want to find out how easy it is to be of service to the 
Daddies of other little girls, write to the home office at Le Roy. 


Ohio Farmers Insurance Co. 
Organized 1848 LeRoy, Ohio 


E. K. Schultz & Company W. L. Perrin & Son 
GENERAL AGENTS METROPOLITAN AGENTS 
4th and Walnut Streets 75 Maiden Lane 
PHILADELPHIA, PA. NEW YORK, N. Y. 


H. M. Dinsmore & Company 
GENERAL AGENTS 
22 Leidesdorff Street 


SAN FRANCISCO, CALIF. 
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RATES LOWERED 





Michigan Insurance Report Shows 
Reduction in Protection Cost 


FIRE LOSS RATIO HIGHER 





State Commissioner Says Premium Income 
Increased Greatly 


LANSING, Micu., October 11.—Marked re- 
duction in average’ premium rates but a con- 
siderable total premium 
marked 1923 in Michigan’s insurance affairs, 
according to the annual report of the State in- 
surance department just from the 
printers and filed with Governor Alex J. Groes- 
beck, by Leonard T. Hands, Commissioner. 

Other features of the year were an increase 


increase in income 


received 


in the fire loss ratio, which was unusually low 
in 1922, an increase in both fire and life busi- 
ness, and an excellent showing by the depart- 
ment itself, its receipts being over $2,300,000, 
compared to $58,971.27 in disbursements. 

The report, which was the fifty-fourth an- 
nual one of the department, showed 784 insur- 
ance organizations operating in the State dur- 
ing the year. These were classified as follows: 
436 fire and marine compan‘es, of which 230 
were operated on the stock plan, 64 on the 
mutual plan, 119 on the local mutual plan, and 
23 on the reciprocal or inter-insurance plan; 
103 life; 125 casualty, including 22 casualty 
departments of life companies, of which 15 
were operating under the mutual plan and 18 
under the reciprocal exchange plan; 12 co- 
operative accident and sick benefit associations ; 
78 fraternal benefit societies; one burial bene- 
fit association and one indemnifying against 
loss of position. 

Fire rate reductions brought about through 
the operation of a new insurance act passed 
by the 1923 legislature cut the average cost 
per $100 of fire insurance to $8141 in 1923, a 
decrease of $.0776 from 1922. It was the low- 
est average rate for the past five years, 1920 
having been next to the lowest with $.8848. 

The fire loss ratio, the report shows, was 
39.89 per cent, compared with a loss ratio of 
49.81 per cent in The the 
highest for the past five years. 

An increase in fire and marine business writ- 
ten in 1923 over 1922 of over 600 million dol- 


1922. ratio was 


lars is shown, these companies writing net risks 
in the State amounting to $3,767,556,687 in 
1923, with net premiums totaling $26,597,318. 
The premium increase for the year was ap- 
Proximately four million dollars. 

An increase of over a hundred million dol- 
lars in life insurance business was also re- 
corded, old line companies writing in 1923, 
$343,114.374 ordinary, $70,837,547 industrial, 
and $45,377,389 in group insurance. Fraternal 
Societies wrote $44,771,754 and assessment life 
associations $10,896,987. 

Premiums on policies issued during 1923 by 
casualty and surety companies totaled $21,101,- 
956 and losses paid out amounted to $0,198,032. 
The premium total was an increase over 1922 
of nearly four and a half million dollars. 


Losses paid in 1923 exceeded 1922, however, 
hy $2,619,962. 

The prosperous condition of the department 
itself was made possible by the following re- 
and marine 
on life 
premium taxes on cas- 


Premium taxes on fire 


97475794 } 
business, $1,054,781; 


ceipts : 
business, premium taxes 
ualty business, $301,820; premium taxes on ex- 
changes, $20,257; $208,492. Total 
ceipts represented an increase of $408,021 over 
1922 and disbursements increased by a little 
over $12,000. 

Total income of the State accident’ fund dur- 
ing the year was $411,159, with disbursements 
The balance 


fees, re- 


slightly greater than that sum. 
in ledger assets at the beginning of 1924 was 
$668,644. There were 22090 policyholders on 
record June 30, 1924, and 5064 claims during 
1923. 





Virginia Governor and Commissioner But- 
ton Broadcast Fire Prevention Talks 
RicuMonp, Va., October 10.—Under the 

auspices of the Richmond Fire Insurance Ex- 
change, Governor E. Lee Trinkle of Virginia, 
Insurance Commissioner Joseph Button and T. 
Garnett Tabb, president of the Exchange, deliv- 
ered addresses on fire prevention, which were 
broadcasted from the station at Grace Covenant 
Presbyterian Church on last Tuesday evening. 
Governor Trinkle laid great emphasis on the 
importance of preventing forest fires, particu- 
larly mentioning the hazard of careless smok- 
ing. Both Colonel Button and Mr. Tabb spoke 
at some length on the economic loss caused 
annually by fires. Colonel Button also stressed 
the needless loss of life and bodily injury caused 
by fires. The station from which these ad- 
dresses were broadcasted is one of the most 
powerful in the Atlantic Coast States. Mes- 
sages from it have been picked up as far West 
as Wisconsin and Nebraska. 





Massachusetts Agents to Convene on 
October 24 

The annual meeting of the Massachusetts 
Association of Insurance Agents will be held 
October 24 in the new Chamber of Commerce 
building, Boston. This will give the women 
members of the organization an opportunity 
to attend the meetings, which they have not had 
in some years past, owing to the fact that the 
meetings were held in the Boston City Club, 
where ladies are barred. 

There will be a business meeting during the 
day and a banquet at night, following the usual 
custom. Several prominent insurance men will 
speak. 


Union Automobile to Be California 
Corporation 

Los AncetEs, Cat., October 11.—The Union 
Automobile Insurance Company, whose exec- 
utive offices are in Los Angeles, but which has 
been a Nebraska corporation, has completed 
plans for incorporation as a California cor- 
poration. The change has been approved by 
the insurance departments of California and 


Nebraska and application for incorporation has 
filed with the Secretary of State at 
Sacramento and_ has The 
change is to be effective January 1, 1925. 

The company was organized in 1918, with 
$200,000 capital, and now has assets of more 
than $1,000,000. 


been 


been approved. 


OKLAHOMA AGENTS’ JOINT 
CONVENTION 


State Associations to Meet With Blue 
Goose—Extensive Program Arranged 


OxLAHoMA City, OKLA., October 13+—The 
program announced for the joint State con- 
vention of the Oklahoma Association of Fire 
Casualty Underwriters, and the Blue 
Goose, October 21 and 22, at the Huckins 
Hotel, includes an address of welcome by 
Jesse G. Read, Oklahoma Insurance Commis- 
sioner; report of the president, J. F. McCul- 
lough of the J. F. McCullough Company; re- 
port of secretary, Harry Carlin of the Work- 
man Company; appointment of committees; 
address on the National Association, by Edward 
M. Allen, formerly president of that organiza- 
tion; address on “Fire Prevention,” by T. 
Alfred Fleming, of the conservation division 
of the national board of fire underwriters of 
New York city; adjourn for noon luncheon; 
address on “Team Work,” by W. H. Gartside, 
assistant manager of the Firemans Fund In- 
surance Company, Chicago; address on “Use 
and Occupancy Insurance,” by George B. Rit- 
tenhouse, insurance attorney; general discus- 
sion on “Co-operation With Local Chambers 
of Commerce and Outside Competition.” 

The same evening a banquet will be given at 
the Huckins Hotel by the Association of Fire 
and Casualty Underwriters, at which G. E. 
Turner, counsel for the Casualty Information 
Clearing House of Chicago, will be the prin- 
cipal speaker. A. L. Kirkpatrick, of the same 
company, will open the second-day session with 
an address on “Mutual and Reciprocal Com- 
petition.” 


and 


G. E. Beardsley Heads Eastern Automobile 
Underwriters Conference 


Guy E. Beardsely, of the A®tna Insurance 
Company of Hartford, was elected president of 
the Eastern Automobile Underwriters Confer- 
ence at its annual meeting held last week. Otlier 
officers were appointed as follows: Vice-presi- 
dent, C. B. Roulet, National of Hartford; 
treasurer, Charles FE. Case, North British and 
Mercantile; executive committee—William F. 
Dooley, Continental; J. V. Fothergill, London 
and Lancashire; R. H. Firemens 
Fund; Ralph S. Howe, Springfield Fire and 
Marine: G. F. Kern, Phoenix of London; P. 
F. Louis, Queen; T. U. Lyman, Automobile; 
C. M. Martindale, Home; C. R. Pitcher, Royal; 
C. S. Timberlake, Hartford Fire; W. M. Bal- 
All the members of 





Cx odwin, 


lard, Commercial Union. 
the executive committee served last year except 
Messrs. Dooley and Howe, who take the places 
of Paul L. Haid and William H. Koop, who 
preferred not to serve any longer. 
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Insurance and the Public 
(Continued from page 3) 


to force each individual to do his duty, or, to 
paraphrase Nelson’s historic words—“We ex- 
pect every man to do his duty to his country 
and to the profession which gives him a live- 
lihood.” 

This same indifference results in a lack of 
co-operation and support of our organizations 
which comes about quite naturally for the 
reason that the man who does not participate 
in the activities of an organization, and there- 
fore is not familiar with its underlying causes 
and motives, is very apt to be critical, and this 
in turn leads to a laxity in observance of rules 
and ultimately brings about a condition of sus- 
picion, and demoralization such as we find all 
too frequent everywhere to-day. 


AGREEMENT NEEDED 

It is not my purpose to discuss the internal 
difficulties confronting the fire insurance busi- 
ness nor do I consider myself competent to 
offer any solution of these difficulties, but I 
am constrained, particularly in view of the 
fact that I am addressing the insurance men 
of the great Middle West, to say with all 
emphasis, that so long as the present condition 
continues the situation is utterly hopeless and 
must drift from bad to worse. We cannot 
expect support from business men when we 
cannot agree among ourselves, nor can we com- 
plain of interference by legislators when we 
are told that many men in the business invite 
such interference as a solution of existing diffi- 
culties and last, but by no means least, we are 
by our very acts furnishing ammunition to our 
enemies which they are not slow to use against 
us. 

It must be borne in mind that, with no 
privileges from either State or Nation other 
than the mere privilege of doing business, in- 
surance is subject to supervision and direction 
by officials in every State in the Union. In 
some instances this supervision is fair, judicial 
and not discriminating; in others it is just the 
reverse. It is to my mind a most remarkable 
fact that a business without which commerce 
cannot be carried on stands to-day almost alone 
as the target for a certain type of professional 
agitator and self-seeking politician and re- 
ceives no active or positive assistance from the 
business community. The reason for this lies 
in the fact that we ourselves have failed at 
the point of effective organization and co-opera- 
tion and as a natural result we have not brought 
the business men of the country to a proper 
appreciation and knowledge of what insurance 
has done and is doing. 


Pustic Must Be Won Over 

The point I want to drive home in what 
I have just said is that once we give the pub- 
lic a proper understanding of the insurance 
business, its aims, objects and activities we find 
immediate friendly response which becomes in- 
valuable when antagonistic measures or inimical 
legislation is proposed, but we cannot win the 


approval of the public except through effective 
organization which in turn means harmony and 
co-operation in our own ranks. 

My second point is the isolated and com- 
paratively unimportant position which has been 
occupied almost uniformly by fire insurance 
and fire insurance men in the business world. 
I do not hesitate to say, and this without the 
slightest reservation, that of the 
difficulties now confronting our business would 
have been avoided or at least greatly minimized 
had we taken the position which we should have 
taken in the commercial world through active 
participation in the work of chambers of com- 
merce, boards of trade and like organizations 
throughout the. country. Unfortunately we 
have always been so absorbed with our own 


many 





J. B. Levison 


President, Firemans Fund and Home Fire and 
Marine Insurance Companies 


business, as to have lost sight altogether of 
the necessity of a wider and more general field 
of activity. 

This was brought home very forcibly to us 
some years ago when the president of the 
United States Chamber of Commerce, in re- 
sponse to an appeal from fire insurance interests 
to the chamber, when efforts were being made 
to put the Federal Government into the busi- 
ness, stated that he was under the impression 
that fire insurance men preferred to play a lone 
hand as he had seen so little of them in the 
activities of commercial organizations. While 
the rebuke was a rather severe one it must be 
admitted that there was all too much justifica- 
tion for it. However, the effect was excellent 
in awakening the executives of companies 
throughout the country to the situation and re- 
sulted in a pronounced stimulation in the de- 
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sired direction, and I need only point, as cop. 
firmation to the fact that the United States 
Chember of Commerce now has a well-equipped 
and well-organized department of insurance 
functioning as one of its important divisions, 
This department has an advisory committee yp. 
der the chairmanship of the president of the 
National Board of Fire Underwriters and js 
doing splendid constructive work in the direc. 
tion of research and study of such problems of 
our business as taxation, conservation, fire TOs 
tection as the like. Certainly no better iflys. 
tration need be given of the ready respense on 
the part of commercial bodies to the affiliation 
and co-operation of insurance and its possibilj- 
ties. 

There is a rather significant fact to which ] 
would like to direct your attention in this con- 
The oldest commercial organization 
in the country is probably the Chamber of Com- 
merce of New York, which goes back to the 
time of Alexander Hamilton. Upon the wails 
of its building in New York city hang scores 
of portraits of past-presidents, vice-presidents 
and other prominent officials running back into 
the eighteenth century. The collection is most 
interesting as well as valuable historically, but 
the portrait of not a single official of a fire in- 
surance company can be found in the collection, 
The marine and life insurance business I might 
add are both represented. 

It should be our aim or, shall I say our 
obligation, to enlist in the magnificent army of 
successful business men, take our proper place 
in their organizations and thereby obtain for 
ourselves and our own great business the rec- 
ognition to which it is entitled and which can 
so easily be obtained. 


nection. 


RATING ORGANIZATIONS Give AID 


My third point is the lack of knowledge on 
the part of the public of the constructive work 
fire insurance is doing unobtrusively, at its own 
expense, and the outstanding importance and 
value of this work to the country at large. We 
must let the business men of the country know 
what we are doing, but as a natural preliminary 
to this it is necessary that we thoroughly in- 
We must care- 
fully study the subject so that we are equipped 
to properly present it and I cannot let the 
opportunity pass without a brief review of what 
is now being done even though many of you 
are doubtless as familiar with it as I am. 

The rating organizations throughout the 
country (antagonistic propaganda to the con- 
trary notwithstanding) are continually urging 
better construction, reduction in fire hazard, im- 
provement in fire departments, etc., so that in- 
surance rates may be justifiably reduced. The 


form and educate ourselves. 


officials and committees of these rating organ- 
izations are constantly studying the subject and 
are fully alive to the importance of reductions 
in rates whenever conditions warrant but un- 
fortunately the demands for these reductions 
are frequently neither reasonable nor 
justifiable. 

Our national organization, the National Board 


of Fire Underwriters, is something of which 
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we can all be proud of and all rejoice in. 


ASSOCIATION EFrorts 

The underwriters laboratories, as you are of 
course all aware, is maintained by the national 
hoard. Through this organization devices and 
materials have been standardized in relation to 
fire protection and fire prevention to a remark- 
able extent. It is almost impossible to imagine 
fire protection and fire prevention without 
some such authoritative control as the under- 
writers’ laboratories. I might point out here 
that visitors are always welcome and anyone 
within the sound of my voice who has not 
visited the laboratories should do so before 
leaving Chicago. 

The National Fire Protection Association is 
an organization composed of fire insurance 
engineers and national organizations or asso- 
ciations interested in fire protection. While it 
cannot truly be said that this association is sup- 
ported exclusively by the national board, as is 
the underwriters’ laboratories and the other 
activities, the national board has always taken 
a prominent part in the work of the National 
Fire Protection Association in the form of 
fnancial assistance, the use of its engineers and 
the promulgation of the standards established 
by the association. 

To recount the outstanding points which we 
should always keep in mind and put before the 
public whenever the opportunity is offered : 

Fire insurance is essentially a public service 
for the reason that without the indemnity it 
affords business and trade would be impossible. 

EXPANSION OF THE BUSINESS 

The development of many new forms of 
indemnity whereby the merchant and property 
owner can protect himself against every con- 
ceivable loss, has made possible an expansion 
of business which could not otherwise have 
been possible. The fact that excessive under- 
writing profits no longer exist and that the In- 
surance Commissioners of the country and the 
company executives have agreed upon a reason- 
able percentage of profit and a method of arriv- 
ing at this percentage will probably have an 
important bearing upon the entire matter of 
rates in the future. 

Stock fire insurance companies are spending 
millions of dollars annually in the interest of 
the public through the agencies to which | 
have so briefly referred. 

The prompt and equitable settlement of all 
honest losses as evidenced by the fact that 
though the aggregate amount paid annually has 
reached the collosal sum of four hundred mil- 
lions of dollars in round figures, the percentage 
of claims resisted is so small as not to be 
worthy of consideration. 

Can any business I ask, show a better rec- 
ord? But notwithstanding this, we are being 
constantly assailed and attacked in the public 
press, by legislators and by public officials. 

The question that naturally presents itself is 
—what is the reason? In my opinion the reason 
lies in the fact that we do not show a united 
front to the world; that our vision is restricted 


to an extreme degree. 
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BUSY WEEK IN CHICAGO 


W. E. Mallalieu Elected Most Loyal 
Grand Gander of Blue Goose 


FRED LUCE TO HEAD FIRE 
UNDERWRITERS 
Many Events Arranged for Delegates— 
Life Society of Fire Underwriters 
Now Has 222 Members 
Cuicaco, Iti., October 14.—Approximately 
150 were in attendance at the opening session of 
the annual meeting of the Blue Goose at the 
La Salle hotel on Tuesday. On the program 
for the first day’s session was a good-fellowship 
dinner and entertainment at the Hotel La Salle 
In addition there were a num- 
ber of company dinners and luncheons arranged, 


in the evening. 


so that the fire insurance fraternity has a busy 
week mapped out for it in conjunction with the 
meeting of the Blue Goose and the Fire Under- 
writers Association of the Northwest. 

The latter opens its session on Wednesday. 
Both the Fire Underwriters Association and 
the Blue Goose are organizations of fire insur- 
ance men where company affiliation is entirely 
lost sight of. The Blue Goose is more or less 
social, whereas the Fire Underwriters Associa- 
tion is educational in a large measure. The fif- 
teenth annual gathering of the Society of Life 
Members of the Fire Underwriters Association 
of the Northwest was to be held at the Mid- 
day Club Wednesday night, where there was a 
dinner to be served and the usual festivities 
carried out under President W. P. Robertson, 
Western manager of the alliance of Philadel- 
phia. This year twenty new members became 
eligible for enrollment on the society's roster, 
most of whom are also to be in attendance at 
the Wednesday evening function. The “Infant 
Class,” as it is designated occasionally, consists 
of the following: Revnolds Barnum, Kansas 
City: L. W. Bort, Beloit, Wis.: Hart Darling- 
ton, New York: William Deans, San Francisco ; 
B. T. Duffey. Cleveland; FE. S. Freeman, Oma- 
ha: B. J. Gilmore, Indianapolis; John S. Shep- 
herd, Los Angeles: George S. Valentine, Leroy, 
Ohio; Charles O. Young, Minneapolis; C. L. 
Easton and J. R. Sullivan, Milwaukee, and J. 
T. Caldwell, Charles E. Dox, R. G. McCul- 
lough, H. W. Murray, George E. Redfield, W. 
J. Sonnen, A. B. Tallman, and Lansing B. 
Warner, of Chicago. 

The membership of the society is now 222. 
I. S. Blackwelder, who is now the ranking mem- 
ber of the society (he and Walter Scott, of 
Kansas City, being the only survivors of the 
class of 1872), has returned from California 
to be present at to-morrow’s reunion. Since 
the meeting of a year ago seven members of 
the society have died, including Henry H. 
Walker, who was the first president of the or- 
ganization and the former patriarch of the Fire 
Underwriters Association of the Northwest as 
one of its founders in 1871. 


Cricaco, Itt., Oct. 14—At the meeting of 
the Blue Goose today the following officers were 
elected: Most Loyal Grand Gander, W. E. 
Mallalieu, general manager of the National 
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Board of Fire Underwriters, New York City; 
Grand Supervisor of the Flock, H. Verne My- 
ers, Waterloo, Iowa; Grand Custodian of the 
Goslings, Wirt Lake, Dallas; Guaradian of the 
Nest, T. L. Geraghty, Montreal, Canada: Grand 
Keeper of the Golden Goose Egg, J. Charles 
Harris, San Francisco; Grand Wielder of the 
Goose Quill, Paul E. Rudd, Milwaukee. 

red Luce, Western manager of the Provi- 
dence Washington and at present the vice-presi- 
dent of the Fire Underwriters Association of 
the Northwest, is to be elected president of the 
organization at its annual meeting on Wed- 
nesday. 





NEWARK FIRE INCREASES CAPITAL 
Board of Directors Carry Out Increase in 
Capital Authorized Ten Years Ago 

The board of directors of the Newark Fire 
Insurance Company on Thursday of last week 
declared a stock dividend increasing the capital 
stock of the company from $500,000 to $1,000,- 
000. The stockholders of the company had 
already authorized an increase in capital for 
this amount more than ten years ago, but to 
date it had not been paid up. As the company 
has been gaining in surplus during the current 
year, and is in a most prosperous condition, it 
was deemed that now was the propitious time to 
complete the action previously begun. Since 
the deliberations of last Thursday, the com- 
pany now has $1,000,000 of capital and slightly 
over $1,200,000 of net surplus. 


At the time the Royal Insurance Company 
purchased the control of the Newark Fire in 
1917 the latter had approximately $400,000 net 
surplus. Since then the surplus has increased 
until it was more than three times the capital. 
The Newark was organized in 1810 and for 
more than a century did an extremely con- 
During the past few years, 
however, its increased strength warranted its 


servative business. 


doing a larger volume of business, and Presi- 
dent A. R. Monroe has been augmenting the 
field organization with that end in view. 


Death of A. M. Thorburn 
Alfred M. Thorburn, senior partner of the 
brokerage firm of Thorburn, Peck & Co., New 
York, died Tuesday at his home. 
years Mr. 


For many 
secretary of the 
American branch of the Sun Insurance Office, 


Thorburn was 
and was active in various organizations of 
underwriters. He had a large circle of freinds, 
who will much regret his decease. 





Alexander McVernon, managing director of 
the Queensland Insurance Company, Sydney, 
N. S. W., Australia, will visit the Canadian 
branches and also the San Francisco office be- 
fore sailing for home from Vancouver, B. C., 
in November. Mr. McVernon arrived in New 
York two weeks ago from Europe on the 
Majestic, and has been enjoying the hospitality 
of the company’s recently opened New York 
office, which is in charge of W. J. Comans, 
United States manager, who was formerly 
associated with Mr. McVernon at the home 
office in Sydney. 
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MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. : 
In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 
H. G. B. ALEXANDER, President 


General Offices: Chicago, U.S.A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 
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THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 


Largest Fraternal Benefit Society in the World Composed Exclusively of Wom 3 


A “Millionaire’’ Fraternal Benefit Society 

The Rates Are Adequate 

The Membership is over 255,000 

The Reserve Fund is over $19,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of Its Members 

Cares for its Needy Sick 

W. B. A. Health Centers in Every City 

Summer Camps and Clubs for Girls 

Has Junior Rose Courts and Cradle Roll fur Infants 

Its Reviews are Social and Welfare Centers 

Write for information to 

MISS BINA M. WEST MISS FRANCES D. PARTRIDGE 
Supreme Commander, Port Huron, Mich. 


Suprene Record Keoper, Port Huron. Mich 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1924 


Reserve for Unearned Premiums .............. $1,251,042.79 

ORSSRYMUEANRIOIIOS 2. caw’ -n'e vo io ha ara coe sie ee aia oreo 307,400.33 

RENAN eo eos conan te msig hate se minis aie tots $500,000.00 

PE IIS io coisa ieSeinis os eile 1,103,162.36 

Surplus to Policyholders................... 1,603,162.36 
eR ROR co oan! aoc Riese ale ielmsiSeeietouee $3,161,605.48 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 
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LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 


FIREMEN INSURAN 





NOURANGE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres, 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 














Time To Start Winter Fires 


The setting in of colder weather brings | 
with it a rise in the loss ratio due to faulty 
heating apparatus and defective and dirty 
chimneys. 714% of all fires originate from 
this strictly preventable cause. 


Public spirited agents will personally 
advise their clients to inspect and overhaul 
heating plants and chimneys before start- 
ing their winter fires. 


Ghe CONTINENTAL 
INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y. 


CASH CAPITAL 
TEN MILLION DOLLARS 











NORMAN T. ROBERTSON, President 


NEW YORK CHICAGO MONTREAL SAN FRANCISCO 





























(IN PRESS) 


A HANDY GUIDE FOR AUTOMOBILE INSURANCE 
UNDERWRITERS, AGENTS AND ADJUSTERS 


AUTOMOBILE 
INSURANCE 


By AMBROSE RYDER 


An Expert Automobile Insurance Underwriter 


A New, Complete, Standard Treatise 


Ideal for Beginners 
A Handy Reference Work for Officials, 
Agents and Brokers 


This excellent reference and text book is written, in non- 
technical language, by the former manager of the Automobile 
Department of the National Bureau of Casualty and Surety 
Underwriters, who is now manager of the Automobile Depart- 
ment of the United States Branch of the General Accident, 
Fire and Life Assurance Corporation. He is eminently quali- 
fied, by ability and experience, to produce so helpful and prac- 
tical a book, having participated in the formulation of rules, 
the making of rates and the establishment of practices in 
automobile insurance, now in vogue throughout the United 


States. 
PRICE PER COPY, $3.75 
Discount in Quantities 


THE SPECTATOR COMPANY 


CHICAGO Publishers NEW YORK 
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NEW YORK SURVEYS 
Examining Underwriters’ Meeting.—The 
Examining Underwriters Association of New 
York has planned its first seasonal meeting to 
restaurant in Nassau 
street on October 21. Nelson E. Schmidt, of 
the American of Newark, has been appointed 


take place at Miller’s 


nominating committee, which 
is composed of Ilenry Westchester 
Fire: H. C. Gissel, Phoenix; Leon H. Sturgus, 
Commercial Union, and H. T. Storms, Home. 

E. R. Hardy Returns.——E. R. Hardy, 
assistant manager of the New York Fire In- 
surance Exchange, returned on the America 
last Thursday from Europe. Mr. Hardy has 
been abroad for some weeks combining busi- 
ness with pleasure and taking a much-needed 
rest from his many office duties. 

Explosion Cover Changes Adopted.—The 
New York Fire Insurance Exchange held its 
regular October gathering on Wednesday of 
last week and adopted the changes suggested 
by the hand book revision committee in the 
problem of explosion covers. The recommenda- 


chairman of the 
Tesche, 


tions applied particularly to the inherent ex- 
plosion hazard rule and involved an alteration 
in the existing phraseology of the exchange 
agreement. 


LOS ANGELES ITEMS 

President Ralph W. McCormick, of the 
California Association of Insurance Agents, 
has appointed the following executive com- 
mittee: W. T. Rambo, chairman, San Jose; 
J. A. Wagner, Eureka; H. A. Roth, Chico; 
W. G. Thompson, Napa; D. E. Beard, Sacra- 
mento; C. B. Stanley, Sacramento; Edgar D. 
Hurley, Oakland; L. D. Hotchkiss, Oakland; 
John J. Mulvaney, Alameda; C. C. Coleman, 
Modesto; N. B. Swett, Fresno; Matt T. Man- 
cha, Angeles; C. F. Manwaring, Los 
Angeles; Hugo Burgwald, Los Angeles; Wil- 
son D. Pierce, Los Angeles; Mac O. Robbins, 
Santa Ana, and N. F. Luddington, San Diego. 

Behrendt-Levy Company, Insurance [x- 
change, Los Angeles, and I. M. Franklin, 708 
Santa Monica Boulevard, Santa Monica, have 
been appointed agents for the Standard Fire of 
New York, by Henley & Scott, Pacific Coast 
managers. 

The city of Delano, Cal., has been granted 
a reduction in fire rates of from 12.1 per cent 
on mercantile risks to 70 per cent on residences. 


Los 


MICHIGAN NEWS 

Leonard T. Hands, State Insurance Com- 
missioner, will keep alive all actions against a 
large number of policyholders in the bankrupt 
United States Mutual Automobile Insurance 
Company of Bay City, and will institute more 
suits as rapidly as he can prepare declarations, 
he declared this week, in an effort to collect 
an assessment of $164,000 levied by him as re- 
<eiver in order to pay off claims and liquidate 


the concern’s 


Many 


pending and a number of judgments have been 


assets. suits are now 


obtained. Enough money has been secured 


through the assessment to pay off about 70 per 
cent of the claims against the defunct company. 

The Provident Fire of New York 
and the Mutual Furniture Fire of Detroit were 
admitted by the State 
recently to do business in Michigan. 

A Golf Tournament will be 
entertainment 


city, 


Insurance Department 


one of the 
features offered Michigan insur- 
ance agents here October 22 and 23, when the 
Michigan Association of Insurance Agents and 
the Insurance Federation of Michigan meet in 
joint convention. The tournament, it was an- 
nounced by Clyde B. Smith, president of the 
Michigan association, who is directing the ar- 
rangement committees for the big meeting, will 
be held at the Lansing Country Club, and a 
number of trophies have been offered winners 
The 
plete program for the convention will be ready 
Thomas C. Mof- 
fatt, president of the National Association of 
Insurance Agents, is to be the principal speaker. 


PHILADELPHIA NOTES 
Two bronze tablets have been erected in 
this city in memory of the late William H. 
McDevitt, for many years an officer in the 
Philadelphia Fire Underwriters Association, 
and one of the leading experts on fire hazards 
in the United States. One of the tablets is 
placed in the station of Insurance Patrol No. 
I at 516 Arch street and the other in the Bullitt 

building. The tablets read as follows: 


by various insurance companies. Com- 


within a week, it is expected. 


William H. McDevitt, born 1839; died 1924; 
member of Philadelphia Fire Patrol 1873 to 


1924; electrical inspector, Philadelphia Fire 
Underwriters Association, 1889; chief of 
electrical department, 1895; chief inspector, 


1912. 

He was a pioneer in the study of fire hazards 
and to him can be attributed many valuable 
suggestions tending to protect life and property 
from fire. He was of sterling character and 
revered by all his associates. 

The board of directors of the Insurance 
Federation of Pennsylvania will hold its regu- 
lar fall meeting at Harrisburg, October 20, in 
the Penn Harris Hotel. President McBlain will 
preside. Proposed legislative measures to be 
introdued in the forthcoming session of the 
State legislature will be discussed. 

The Pennsylvania Association 
ance Agents will hold its annual conven- 
tion at Altoona, Pa., October 16 and 17. The 
president’s annual report will be presented by 
Charles W. Biddle of Wilkes-Barre. John 
O'Neill will deliver the secretary’s report and 
Fred W. Rockey the treasurer’s. Mayor C. 
E. Giles will welcome the delegates to the city. 
The response to the welcome will be delivered 
by John A. Dalzell, past president of the asso- 
Among the speakers at the convention 

Edson Lott, president of the United 
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of Insur- 


ciation. 
will be: 


States Casualty Company; Louis Widerhold, 


Jr., secretary of the Underwriters Association, 


middle department and John T. Akers of 
Pittsburgh. Other prominent insurance men 
expected at Altoona are: F. B. Downing, 


George K. Frank, Robert P. Beaudry and C. 
K. Reichert, all of Erie; Jacob Gellert, Potts- 
ville. and Edward G. Lang, Pittshurgh. 

The Pennsylvania Fire announces the ap- 
pointment of P. G. Buck as special agent for 
Philadelphia, to succeed H. L. Heitte, resigned. 
Mr. Buck was formerly in the 
improved risk department and has been with 
the company for five years. With these years 
of experience to draw from, Mr. Buck is cer- 
tain to be most successful in discharging his 


new duties. 


an examiner 


PAGAL 
ISMTnOh| STA 


Many of the Leading 
Agencies in the United 





States now Represent 


The 


ORLD 


Fire and Marine Ins. Co. 
HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 





RALPH B. Ives, President 








Why Not You? 





“Then give to THE WORLD 
the best that you have and the 
best will come back to you.” 
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The first book of its Kind in 19 years 


LIFE. 
INSURANCE 
EXAMINATION 


Foxwor 


2THY 


ILLUSTRATED 





HIS is the first book of its kind in 19 

years. It is more complete and exten- 
sive than any ever published in the history 
of life insurance examination. It goes into 
the scientific basis of disease deeply, not 
superficially. It gives the latest advances 
in insurance medicine, the latest laboratory 
technic, the latest method of handling 
doubtful cases, and the latest ratings of the 
sub-standard 1isks. Shows how to organize 
and conduct the medical department, and 
tells the Medical Director what to do in 
every disease. Gives the opinions of many 
experts in each line rather than the limited 
opinion of one man. It has hundreds of 
features that will appeal not only to every 
examiner, but to every one connected with 
life insurance. A book that has long been 
needed. 


_ Please send one copy of LirE INSURANCE 
EXAMINATION for which .... 
$9.00 net. 


agree to pay 


CN ONTE LS) Oe 


The book covers: 
Examination and Inspection of Industrial Insurance, Group Insur- 
nace, Fraternal Insurance, Relation of Agent to Medical Examiner, 
Organization of Medical Dept., Medical Director, Medical Referee, 
Medical Examiner. 


Life Insurance 


Examination 


Edited by Frank W. Foxworthy, Ph.B., M. D. 


Formerly Chairman Medical Section, American Life Convention, President of American Assn. 
of Medical Examiners, Chief Surgeon Indiana National Guard, Major and Surgeon U. S. V.; 
- At Present on Staff Methodist Episcopal and City Hospitals; Associate Editor ‘Medical 
Insurance.” 


For many years a Medical Director, A Medical Referee, and a Medical Examiner, 


In Collaboration with Over 40 of the Leading Life Insurance 


Experts and Pathologists 


History of Life Insurance Examination, 


General Instructions to Examiners, Etiquette of Medical 
Examinations, Examination of Women, The Mouth—Nose 
—Throat—Ear—Eye, Respiratory System, Tuberculosis, 
Cardiac Condition, Heart and Blood Vessels, Abdomen, 
Nervous System, Endocrines and Visceral Nerves, Blood 
Pressure and How to Take It, Diagnostic Value of Sphygmo- 
manometer, Syphilis, Focal Infection, Goiter, Goiter and 
Life Insurance, Postoperative Risks, Malignant Epithelial 
Neoplasms, Urinalysis, Examination for Albumin and Casts, 
Albuminuria and Cylindruria, Glycosuria, Laboratory 
Procedure. 


Life Insurance in the South, Hazards of Tropical Risks 
Army Service as an Insurance Problem, Numerical Methods 
of Valuing Lives for Insurance, Insurance of Substandard 
Lives, Relation of Build to Mortality, Examinations for 
Health and Accident Insurance, Selection of Risks for Dis- 
ability and Double Indemnity Benefits, Health Conserva- 
tion, Insurance Welfare Work, Inspection Reports, Fraud, 
Legal Aspects, Influence of Occupation on Life Underwrit- 
ing, Postponement in Disease. 


738 pages, 6x9, with 156 illustrations, mostly original, and 
special inserts. Price, cloth, net, $9.00. 


THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange New York 


Selling Agents 
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PERCENTAGE OF ACTUAL TO EXPECTED MORTALITY—1909-1993. 
(Copyright, 1924, by The Spectator Company, New York) 


(See article on page 5) 
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Home Life, Delaware. | 1/1101" ie 68.93) 78.76) 78.49 77.85) 73.84! 77.05) 70.21] 82.03 145.00) 73.68) 70 69) 62.06} 65.03 553,005 367,906] 66.53] 76.00] 93.68 67.00} 78.39 
| | | ee = | | | | | | | 
John Hancock. ... 0.0... | 87.27] 93.49) 84.83 85.2 78.95| 75.86 79.24) 79.08! 79.37/126. 29| 69.07) 64.45) 56.54) 60.38) 18,149,188! 11,156,655) 61.46) 85.50} 89.52! 62.04 75.04 
Life Ins. Co. of Va. 0222110271777 106.34/112. 87/112. 26| 100.48] g9 04 99.45) 96.05) 78.82] 83.49 142.99} 73.93} 70.02] 59.15] 59.70; 2,420,674) 1,476,892} 61.01] 106.19] 101.80 64.18] 90.72 
Metropolitan Be Ohne ...| 93.26] 95.29] 91.69) 91. 12) 95.15 | 89.75 87.02! 89.10) 86.00/126.06/ 81.48) 69.13] 56.32 57.06) 81,098,451} 48,569,286] 59.89 93.10} 97.28] 63.24} 77°79 
Mutual of Baltimore... 1111777" " 121.88) 88.00) 88.96) 98.31) 39.75] 83°74 83.47) 88.68) 91.78/160.201 76, 19 68.66) 81.11] 79.42] 293,307| 258,764] 88.22] 95.58] 105.00] 79.14 93.24 
MOMENI ke tae ca eS | 90.49] 88.66 82.39} 89.49 79.15) 78.74) 40.40 46.92) 76.65]129.55| 74.62 65.94) 56.75] 58.03 65,058,958) — 39,146,040] 60.17 83.26] 89.56] 62.22 74.20 
Western and Southern..........., 122.41) 88.36 89.45} 86.13] 97/15 74.04) 79.70) 88.49] 91.04 129.50} 84.14] 80.81 69.04} 65.39 3,226,551 2,326,469] 72.11] 94.76 96.00} 72.80 81.54 
- nl aa acl an nul oo ol “oa eal on | | Bul eal ul LL 
ar eT 91.72 as ke 85.54) g6.41] 83.29/ 81.58 02.79 81.52) 129.98] 77.39] 67.73] 57.11 — 173,506,046} 105,420,830} 60.70} 96.09} 93.38 63.20] 76.31 
— 


* In cases where figures for fifteen y 














ears are incomplete, all available figures are averaged. } Formerly Southern Life and Trust. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $4,263,477.10 
Capital - - - - 750,000.00 
Surplus - - ~ - 670,033.03 
Voluntary canine Reserve 200,000.00 
Reserves - - - 2,643,444.07 


RE-INSURANCE ONLY 


@ Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 

CORRESPONDENCE INVITED 

















eniaceripiainamas* Dod dant gh ith COMPANY 
F SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
U. S. Head Office: 
555 Asylum Street Hartford, Conn, 


CHAS. H. POST, U. S. Manager 
R. C. CHRISTOPHER, Assistant U. S. Manager 














Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one wr 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 














mus HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MoRIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 
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THE INTER- SOUTHERN LIFE INSURANCE C0. 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 


is a good Company 
CLEAN — STRONG — PROGRESSIVE 
Over $90,000,000 of business in force 




















(IN PRESS) 


CUTTING THE COST of AUTO 
INSURANCE IN HALF 


By HERMAN A. BAYERN, Specialist in Automobile Insurance 


In this booklet is convincingly set forth the necessity for 
insurance of various types to protect the automobile owner. 
The risks he incurs through the ownership and operation of a 
motor car are graphically described, many of them being 
emphasized by 


Photographs of Newspaper Clippings Telling of Lawsuits 
and Judgments for Large Amounts 


due to automobile accidents, proving the need for considerable 
lines of liability and property damage insurance. 

Companies and general agents writing motor vehicle insur- 
ance are ordering this booklet in quantities to supply to agents 
and brokers. 


EVERY AGENT AND BROKER 
who sells automobile insurance needs copies of this valuable 


book to show or present to prospects who do not realize the 
financial danger involved in automobile ownership. 


PRICES 
Fer copy, paper binding... <i. < ocedcdbco sews teen $1.00 
Per copy, fabrikoid binding...................... $1.50 


Discount in quantities 


THE SPECTATOR COMPANY 


Publishers 
CHICAGO OFFICE: 


Insurance Exchange 


135 William Street 
NEW YORK 
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TO COMPLETE MERGER 


ternational Life and Standard Life 
Will Take Action 





In 





MEETING PLANNED FOR OCTOBER 23 


Combination Will Have Assets of Over 
$35,000,000—Insurance in Force 
Approximates $275,000,000 
Sr. Lovis, Mo., October 11.—The first step 
toward a complete merger of the International 
Life Insurance Company of St. Louis, Mo., 
and the Standard Life Insurance Company, 
charter office Decatur, Ill, and home office 
St. Louis, will be taken at a meeting of the 
stockholders of the Standard Life Insurance 
Company to be held in Decatur, Ill., on October 
23, At present the companies are under the 
same management, a syndicate composed of 
Standard Life Insurance Company officials, 
headed by President J. R. Paisley and Vice- 
President and General Manager Judge Whit- 
field, having obtained control of the Interna- 
tional Life Insurance Company several months 

ago. 

No opposition is expected from the Stand- 
ard Life Insurance Company stockholders; and 
as the plan for the merger has already been 
approved by the board of directors of the In- 
ternational Life, the next step will be to sub- 
mit the proposition to the insurance depart- 
ments of Illinois and Missouri. 

The merged will be 
largest in the West, with assets of more then 
$35,000,000 and approximately $275,0co,000 of 
insurance in force. The agency organizations 
of the two companies have been writing new 
business at the rate of $10,000,000 per month. 

The formal merging of the two companies 
has been anticipated since tne passing of con- 
trol of the International Life to President 
Paisley and his associates in the Standard Life. 

The International Life was formed in 1909, 
and under the guiding hands of Massey Wilson 
and Jacob L. Babler it grew rapidly. In 1919 
its premium income was $3,414,125, while in 
1923 it reached $5,167,270. The 1924 figure 
will greatly surpass that total. Its total receipts 
in 1923 were $6,838,814. The premium income 
of the Standard Life in 1923 was $1,513,808 
and total receipts $5,560,650. However, the 
latter figure included the reinsurance of the 


company among the 


Commonwealth Life Insurance Company of 
Omaha, Neb., which was perfected during 
1923. 


During 1923 the International issued and _ re- 
vived 12,362 policies for a total of $43,283,800 
of insurance. As of 1923, it 
had in force 64,689 policies, totaling $162,300,- 
900 of insurance, an increase of $18,219,264 for 
the year. Its reserves totaled $18,305,434, un- 
assigned funds and capital $1,853,806 and ad- 
mitted assets $23,103,407. ° 

In 1923 the Standard Life issued and re- 
vived 19,002, including those obtained through 
the Commonwealth reinsurance deal, the total 
amount of insurance on these policies being 
$30,692,211. At the end of the year it had 
in effect 45,837 policies for $76,112,192, a gain 


December 31, 


for the year of $33,670,6g0. On December 31, 


a] 
1923, reserves of the company totaled $6,819,- 
admitted assets $8,210,933. 

President Paisley, commenting on the plan to 
merge the two companies, expressed the belief 
that it would be consummated prior to Jan- 
The home office will continue in 
St. Louis but it will be necessary to obtain 
larger quarters than now used by the Inter- 
St. Louis 
Life 


uary I, 1925. 


It was rumored in 
circles that the 
planned to purchase the Title Guaranty build- 


national Life. 


realty International 
ing, Seventh and Chestnut streets, adjoining 
the present International Life building, but that 
has been denied by interested parties. 


Sources of Names of Life Insurance 
Prospects 

With its customary enterprise, Tue Sprc- 
TATOR has secured, and prints on another page 
of this issue, a very interesting chart of refer- 
ence which is especially well designed to re- 
fresh the life agent’s mind upon the sources 
from which he can derive the names of good 
insurance. 


prospects for solicitation for life 


The chart is conveniently arranged in six gen- 











Stephen M. Babbit 
President 


HUTCHINSON KANSAS 




















classes of sources, with 
numerous subdivisions thereunder. When an 
agent or general agent is desirous of securing 
new names of prospects, he can readily get 
some good suggestions from this comprehen- 


eral divisions as to 


sive chart. 





cannot ignore. 


the seasoned veteran. 
they give. 


Chicago 





SOMETHING BRAND NEW FOR THE LIFE AGENT 





INSURANCE FABLES 
For the Man in the Street 


and 


For Life Underwriters 
By WILLIAM ALEXANDER 


Kindly humor ‘‘puts over’”’ many arguments which would otherwise fail: and truth 
spoken in jest, is often more effective than serious discussion. 


In these two new books, William Alexander, the noted educational writer and secretary 
of the ,quitable Life Assurance Society of the United States, has set down original and 
convincing reasons for taking out life insurance and keeping it in force. 
story is told in such a clear, instructive manner that the moral is at once apparent. 


Fables for the Man in the Street carry their messages to the prospect in atashion he 
They are clever and vastly entertaining and, at the same time, neglect 
no enportunity for emphasizing the benefits of life insurance. 
by a route otherwise impossible, and his attention is concentrated and held in favor of the 
life insurance agent and the policies he has to offer. 
the wife and children as well as other members of the prospect’s family, thus frequently 
exerting an influence in quarters which the agent himself could not approach and often 
selling the idea of life insurance while the head of the house is away. 


Fables for Life Underwriters, by inference, teach the agent what to avoid in talking 
with the prospect as well as what points to lay stress on. 
sales ammunition with which to score a hit, and are of equal value to the new agent and 
Their amusing language takes the sting out of the sound advice 


The first booklet entitled, ‘Fables for the Man in the Street,” is already off press and 
the second, called “Fables for Life Underwriters,” will shortly be published. 
latter book is intended for the instruction of the agent. 
agent and the prospect to “laugh and learn. 


PRICES 
Insurance Fables for the Man in the Street. 
Insurance Fables for Life Underwriters. 


Discount in quantities 


THE SPECTATOR COMPANY 
Publishers 


Each whimsical 


The prospect is reached 


In addition, the Fables will interest 


They also furnish pertinent 


This 
These Fables compel both the 
They should be in the hands of everyone. 


Single Copy, $.50 
Single copy, $1.00 


New York 
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REGIONAL CONFERENCE 


Third Reliance Life Meeting Is Held 
at White Sulphur Springs 


COMPANY’S GROWTH EXTOLLED 


Many Home Office Officials Attend—Elabo- 
rate Program Carried Out 
[Special Dispatch to THe Spectator] 

Wuite SuLpHuR Sprincs, W. Va., October 

8.—The agency conventions which have been 
held by the Reliance Life Insurance Company, 
Pittsburgh, Pa., in Colorado Springs and in 
Chicago were followed last week by a similar 
meeting at White Sulphur Springs, W. Va. 
Full details of the two previous gatherings, 
written by staff correspondents who attended 
the sessions, have already appeared in THE 
Spectator. The three-day regional convention 
at White Sulphur Springs opened, with W. L. 
Wilhoite, superintendent of agencies of the 
“astern Division, presiding. After a formal 
greeting to the delegation, he introduced Gen- 
eral Manager McCormack, who spoke on the 
value of organization work, and the evolution 
of the company from a general agency system 
to the branch office plan. Medical Director 
Dr. O. M. Eakins followed with a short dis- 
course on the company’s position as enjoyed 
through its high reputation and by its rapid 
growth. Mr. Wilhoite interspersed his intro- 
ductions by many terse comments relative to the 
sincerity, co-operation and loyalty of the qual- 
ifying delegates. 

Angus Allmond, superintendent of agencies 
of Western Division, was next introduced, and 
paid a tribute to the men in the Western divi- 
sion who are establishing the Reliance Life 
west of the Mississippi river. 
called upon by Chairman Wilhoite were: Dr. 
S. L. Lowry, Florida; E. M. Pearce, Georgia; 
J. E. Gilbreath, Tennessee; R. J. Alfriend, 
Virginia; W. W. Britt, organizer, Washington, 
D. C.; R. R. Whitacre, Maryland; H. Hutton, 
West Virginia; H. T. 
Pittsburgh. 


Among those 


supervisor, Burnett, 


supervisor, 


Home OrriceE REPRESENTED 

The home office people in attendance were: 
E. G. McCormack, general manager; Dr. O. 
M. Eakins, medical director; W. J. Snodgrass, 
assistant treasurer; J. N. Jamison, assistant 
secretary and actuary; L. P. Gregory, assistant 
secretary; J. H. Layton, auditor of agency ac- 
counts; C. A. Richardson, auditor, and Charles 
Suchma, secretary to general manager. 

Tuesday was given to morning and afternoon 
business sessions, with a banquet and dance 


in the evening. Those who addressed the 
gathering, offering instructive sales talks, were: 
P. F. Sheedy, Pennsylvania; Wilson Slick, 


Pennsylvania; H. M. Krebs, Pennsylvania; S. 
C. Hunt, Alabama; G. G. Lamar, Alabama; F. 
J. Niver, Florida; D. A. Avant, Florida; W. 
T. Snyder, Maryland; Dr. A. Johnson, Penn- 
sylvania; N. C. White, North Carolina; 
Eugene Dunaway, Georgia; F. W. Dubose, 
organizer, Alabama, and N. L. Garner, North 
Carolina. 


Women DELEGATES PRESENT 
The only women. representatives making the 
Mrs. D. V. Kal, Florida, 
and Miss Louise Alexander, North Carolina, 
and each gave a short discourse on her expe- 


convention were: 


rience from a selling standpoint. T. B. E. 
Spencer, supervisor, North Carolina, made a 
most interesting talk on how to close on the 
first interview. J. A. 
Georgia, confined his remarks to an answer of 


Darby, Jr., supervisor, 


the attack on life insurance underwriting as 
made some months ago in the “Dearborn In- 
dependent.” 

Others who were introduced were: L. L. 
Davis, Florida; W. L. Phipps, Pennsylvania; 
Hearne, North Carolina, and A. 
West Virginia; who thanked the 
home office officials for bringing the convention 
to West Virginia. J. H. Layton, auditor of 
accounts, outlined to the 
wherein the field force might more readily co- 


Auditor C. A. 


Bunn 
Snedeker, 


agency convention 


operate with the home office. 


we 


Richardson and Actuary J. N. Jamison also 
had a message to present. Dr. O. M. Eakins, 
medical director, gave the delegates a com. 
parison by way of percentage of declination; 
and substandard business as compared with 
that of other companies. 


Mk 


Two Hunprep At BANQUET 

Some two hundred were present at the ban. 
quet, and Superintendent of Agencies Wilhoite 
acted as toastmaster. Speakers at the banquet 
were: Dr. A. Johnson, Philadelphia; H, 7 
Burnett, supervisor, Pittsburgh; L. P. Gregory 
assistant secretary, and Manager 
McCormack. A parody on Gallagher anj 
Shean, written around home office characters, 


General 








was rendered by H. M. Krebs and L. M. Heyl, 
with Mrs. Krebs at the piano. 
McCormack _ formally 
closed the meeting and the announcement was 
Wednesday would be 


General Manager 


made that given to 


optional group meetings. A great many made 








Kansas and the 








| 


in search of new world wealth. 


became a state in 1861. 


| to the Civil War. 


mineral wealth. 


of the eastern part of the state. 





_ This territory passed to the United States 
| in 1830 as a part of the Louisiana Purchase and 


One of the most picturesque periods of our 
| early history had Kansas for a background, for 
| through Kansas in the days of the 

wagon” came most of the “‘prairie schooners” 
bound for Santa Fe, California and Utah. 


It was the center of the storm of national 


political passions which formed a prologue 


Today it is noted for its agricultural and 
Wheat is the principal crop, 
while corn, hay, barley, oats and potatoes bring 
millions of income to Kansas farmers. 


| 

| Its principal mineral deposit is bituminous 
coal, rich fields of which underlie nearly half 

| 


Its great oil output is noted for its quality. 


Even greater development is yet in prospect. 





| The Sunflower State 


Kansas was first visited by Europeans in 
1541, when Francisco de Coronado 
Spaniards from Mexico across the Buffalo plains 


led his 


Royal Union Life 


Insurance Co. 


‘covered 


801 Orear-Leslie Bldg. 
Kansas City, Mo. 


A. P. Osborn, Branch Manager 
E. G. Mercer, Cashier 


WICHITA BRANCH OFFICE 
513 Orpheum Bldg. 
Wichita, Kansas 


Natural gas, lead, zinc, rocksalt, limestone 
and building stone are found in large quantities. 


James P. Sullivan, Branch Managet 
L. F. Cunningham, Cashier 





KANSAS CITY BRANCH OFFIC 


























Royal | 


Paid to Policyholders - Over $ 17,000,00lf ., 
Insurance in Force - - Over $122,000,000 
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their departure early Wednesday morning. 
This closes the regional convention program 
of the company for the year and it is the 
opinion of the home office, the superintendent 
of agencies, and the supervisors that this plan 
of agency meetings is a tremendous success. 


WILL ENDOW HOSPITAL 


St. Louis Men to Take Out Life Insurance 
for This Purpose 


Sr. Louts, Mo., October 11.—The campaign 
to endow St. Mary’s Hospital and Infirmary 
of St. Louis, Mo., to the extent of $1,500,000 
through the purchases of five-year endowment 
policies, naming the Sisters of St. Mary as 
beneficiary and placed with the Metropolitan 
Life Insurance Company, got under way on 
Monday, October 6, and the early returns in- 
dicate that the drive will be put over in short 
More than 400 agents for the big New 
working in the St. Louis dis- 


order. 


York company 


trict are which has 
the moral support of all insurance agents of 
the Mound City regardless of company affilia- 
tions. 

Final plans for the drive were perfected at a 
get-together gathering held by the Metropolitan 
forces at the Hotel Statler on Saturday, 
October 4. This meeting was addressed by 
‘red L. Moran, general superintendent of 
agencies for the Southwestern 

He told the Metropolitan Life men present 
that the eyes of the insurance world were fixed 
on St. Louis, campaign, 
and that they owed it to themselves, their com- 
pany and their profession to make it a suc- 


aiding in the campaign, 


territory. 


watching closely this 


cess. 

George L. Dyer, general agent for the Co- 
National chairman of the 
organization committee for the drive, while 
Warren C. Flynn, general agent for the Massa- 
chusetts Mutual Life Insurance committee, is 
a member of the executive committee. 


lumbian Life, is 
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.C. Tucker, President 


Reports show that the wheat harvest of Kansas for 1924 is 
the best in quality and quantity in the State’s 


a record corn crop is now maturing. 


This has been a good year for Kansas—and for the Royal 
a good year as always for Kansas business. 


Union it has been 


The Royal Union has shown its unbounded faith in Kansas 
by establishing two branch offices to handle its business 
at Kansas City and 


from the Sunflower State—one office 
the other at Wichita. 


Kansas, home of many fine insurance companies, has shown 
its faith in the Royal Union Life as manifested by the 
Insurance 


$17,000,000.00 of Royal Union 
upon the lives of 


Both Kansas and the Roysz 


NIM 


OYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


Life 
‘“‘Sunflower Citizens.”’ 


ul Union are growing every day. 


Wm. Koch, Vice President 
D. C. Costello, Secretary 


history, and 


in force 
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LIFE MEN MEET 


Los Angeles Underwriters Form In- 
corporated Association 


C. H. HAMILTON ELECTED PRESIDENT 


Charles Jerome Edwards Trophy Presented 
—Two Hundred Attend Session 

ANGELES, CAL., 9.—Los Angeles 
life underwriters held their first dinner. meet- 
ing recently 


Los October 


since the national convention in 
July. More than 2co were present. 

The Charles Jerome Edwards Cup, won by 
was presented by 
President George W. 

The business of the 


formally 
Ayars. 

meeting was the aban- 
donment of the old association and the formal 
% ganization of the new one as an incorporated 
carried through and 


the association, 


hele This was quickly 
these officers were elected: 
President, C. H. 


Life; 


Pacific Mutual 
first vice-president, Anderson, Lin- 
coln National Life; vice-president, 
Walter G. Mutual Life of New York; 
treasurer, H. G. Everett, Lincoln National 
Life; Mrs. C. B, Fithian, 
Pacific Jenkins, Occidental; R. 


Hamilton, 

A. M. 
second 
Hudson, 


executive committee, 


Mutual; V. H. 


C. Allen; F. F. Peard, Canada Life; Samuel 
M. Curdy, New York Life; Roy Ray Rob- 
erts, Mutual Benefit: C. K. Brush, Guardian, 
and FE. A. Kinsey, Metropolitan. 

Will G. Farrell assumed charge as_toast- 
master and presented the home office officials 


of the Penn Mutual Life, who were guests of 
honor. 

E. Paul Huttinger, tax expert of the Penn 
Mutual, began his address by 
saying that taxation is related to, rather a part 
insurance save in the 
He urged that the pro- 
in life insurance 
the . taxation 
is only the 
common-sense remedy for meeting depletion of 
Corporation unique 
security in that it is not subject to income 
either State or National. In tax mat- 
ters may be made for 
group, employer to individual, employee, part- 
nership and charitable gift policies, ‘but not, 
as formerly, on debtor-creditor insurance. © 

Stewart Anderson of the Penn Mutual took 
for his subject Sam Walter Foss’s poem, “The 
Ilouse by the Side of the Road,” and held up 
the life underwriters from: it. 
indeed, 


when introduced,, 


of, solicitation of life 
matter of income tax. 
tective idea is fundamental 
and should not be preceded by 
idea. Inheritance tax insurance 


estates. insurance is an 
taxes, 


premium deductions 


high ideals for 
He held that the life insurance man is, 


“the friend of man.” 





Haley Fiske, Jr., Weds Miss Helen Lowe 
Rice 

son of the president of the 
Company, was 
Thomas’ Church, New 


Haley Fiske, Jr., 
Metropolitan Life Insurance 
married last week in St. 
York city. Jr., is connected with 
the group division of the Metropolitan. The 
bride was Miss Helen Lowe Rice, daughter of 
Mrs. William Lowe Rice of 550 Park avenue. 
Miss Katherine was one of her at- 


tendants. 


Haley Fiske, 


Fiske 
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INCORPORATED 1871 


AMERICAN Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


SURETY Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annual- 


COMPANY ere ye 
INDUSTRIAL Policies from $12.50 to $1,000.00, 


with premiums payable weekly. 


of NE \ \ YORK CONDITION ON DECEMBER 31, 1923. 


SG EB se Se ia ershgtan crs, shea $36,916,613 .75 














a : EAA DD Ta Ons 32,373,207 .24 
1 oo > saat 9 lead Capital ands Surplus «os 0.<:6:¢.0.0.4:6-0615: 910 se.0 eteveresas 4,543,406 .51 
Company’s Home 100 BROADWAY PRSULANCE AN TONCE, 6 0.5.5:5 «0101s iviais sie cereusievegiereid 255,168,568 .00 

Office Building Payments to Policyholders. ... 6... 6...606:< 6 «6:00 2,696,034 .43 


Total Payments to Policyholders since Organiza- 


Fidelity and Surety Bonds Burglary Insurance Be ee $32,747,895 .35 | 
Check Forgery and Alteration Insurance JOHN G. WALKER, President , 
































Progressive agents will find it a decided advantage 
to have the agency of this company that does render 
a SUPERIOR SERVICE. 


We have valuable agency territory available in the 
following States: 


Desirable Territory Open for 


General Agencies in Arkansas, : 


Arkansas Maryland Ohio 

Colorado Massachusetts Pennsylvania r . 
Connecticut Michigan South Carolina \W ] é 
District of Columbia Minnesota Tennessee ; Minnesota and estern Kansas t 
Illinois Mississippi Texas ; 
Indiana Missouri Virginia 

Iowa Nebraska West Virginia d 
Kansas New Jersey Wisconsin 

Kentucky New York Wyoming 


Central States Life 
Insurance Co. 
St. Louis, Mo. 


North Carolina 


Correspondence solicited. 


Detroit Fidelity and Surety Company 


Home Office, Detroit, Michigan. 
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SERVICE BUREAU IS STORM 
CENTER 





American Life Convention Adjunct 
Under Fire 





ADVISE CENTRALIZED CONTROL 





Golf Tournament Interests Members Not 
Connected with Legal Section 
Activities 
New OrteAns, La., Oct. 14.—As this issue 
of THE SPECTATOR goes to press the annual 
meeting of the American Life Convention con- 
venes in New Orleans, at the Roosevelt Hotel. 
The weather is ideal and, in the role of host, 
the Pan American Life is preserving the tradi- 
tional hospitality for which New Orleans is 
famous. The clan began to arrive Sunday night 
and Monday. Many of those not taking part 
in the two-day session of the legal session 
which preceded the convention proper, spent 
the time on the links at the New Orleans Coun- 
try Club, in the convention’s annual golf 
tournament. President J. B. Reynolds, of the 
Kansas City Life, Kansas City, who is pre- 
siding, made his initial appearance Tuesday in 
a brief informal address at the legal section. 
Pre-convention interest centered largely in a 
published report of the special committee on 
the American Service Bureau, which had been 
circulated among the membership. The bureau, 
as is well known, although a separate legal en- 
tity, is an adjunct of the convention and its 
continuance promises to be the storm center of 
a lengthy discussion during the present week. 
The special committee, headed by R. W. 
Stevens, president of the Illinois Life, Chicago, 
recommended that the bureau should be retained 
if it is desired to have a money-making adjunct 
to the convention. However, the committee be- 
lieves that the bureau should be placed under 
the direct control of the secretary and execu- 
tive offices of the convention. This recommen- 
dation was made largely because the expense 
of obtaining new business for the bureau is 
greater than contemplated. The bureau is al- 
ready upwards of sixty thousand dollars in debt 
to the companies who advanced funds necessary 
for its establishment and operation until it 
could be put on a self-sustaining basis, and the 
committee went on record as doubting “the ad- 
visability of the convention engaging in a mon- 
ey-making enterprise, for the reason that the 
danger would be faced of a political control of 
the convention being sought either for personal 
agerandizement and profit or for the purpose of 
controlling and distributing positions of profit- 

able employment.” 
Patronage among American Life Convention 
companies has been smaller than expected. 





Life Association News Supports Resolution 
Anent Princeton University Case 

The appointment of a life insurance agent 
at Princeton University has resulted in con- 
siderable discussion among men in the busi- 
ness. The resolution condemning the institu- 
tion’s course of action, which was adopted by 
the National Association of Life Underwriters 
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at its Los Angeles convention, has also re- 
ceived attention. In support of the stand taken 
by some members of that association, the 
October issue of the Life Association News 
contains the opinions of many insurance com- 
pany officers and others who are in favor of 
the mentioned resolution, as well as the views 
of a few who are opposed to it. 

With reference to the treatment of this sub- 
ject by insurance journals throughout the coun- 
try, the Life Association News says, in part: 

“The controversy is obviously one which is 
not an inviting field for comment by the vari- 
ous insurance journals, and, for that reason, 
with very few exceptions, editorial observa- 
tion has been conspicuous by its absence. THE 
SPECTATOR went to considerable lengths to de- 
fend the action of the authorities at Princton 
and its attitude in that respect is well known.” 

It will be recalled that, in its issue of July 
31, Tue Spectator published the proceedings 
of the National Association of Life Under- 
writers convention in full, including the resolu- 
tion alluded to; and that, in its issue of August 
7, it published Princeton University’s side of 
the case together with the opinion of Edward 
D. Duffield, president of the Prudential, and 
the entire text of the correspondence involved. 
Tue Spectator was the only journal to thus 
comprehensively present both angles of the 
matter for the benefit of its readers. At no 
time did THe Specrator offer any editorial 
comment upon the subject and its only refer- 
ences to the Princeton University case were 
made in its issues of July 31 and August 7, 
when it expressed no opinion but presented all 
the facts. Therefore, the Life Association 
News makes an erroneous statement when it 
says that “THe Specrator went to considerable 
lengths to defend the action of the authorities 
at Princeton. 


Payment on Insurance Policy Should Not 
Be Made Twice 

William BroSmith, vice-president and gen- 
eral counsel of the Travelers Insurance Com- 
pany, Hartford, Conn., in reference to a legal 
summary of the case of Miller vs. Travelers 
Insurance Company, which was printed on 
Page 39 of Tue Specrator for October 2, 
writes to the editor of this journal as follows: 

October 6, 1924. 
Dear Sir: 

The article in THE Spectator of October 2 
in relation to Miller v. Travelers Insurance 
Company (page 39) gives the impression that 
the Travelers is disputing the claim of the 
beneficiary of the insurance on the score that 
the policy was a wager contract. 

As a matter of fact, the Travelers made 
prompt payment of the amount of the insurance 
to the beneficiary immediately upon presenta- 
tion of proofs. ; 

The claim of the plaintiff in the action re- 
ported in THe Spectator is that, because the 
Travelers paid to a beneficiary alleged not to 
have an insurable interest, under the peculiar 
statute of Indiana, payment of the amount of 
the insurance should be made a second time 
to someone else. 

Very truly yours, 
WitiiAM BroSmirtH, 
Vice-President and General Counsel. 
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ACCIDENT AND HEALTH 


General agent of insurance company has 
authority to waive payment on date stipu- 
lated in policy. Sending of statement by in- 
surer is not a recognition of policy’s exist- 
ence or a waiver of payment of premium. 
Question for jury to decide whether credit 
was extended for payment of premium. 

Plaintiff had judgment, after trial before a 
jury in an action upon a policy of accident and 
The court submitted to the 
jury the questions: First, 
fendant by its acts and conduct waived the pro- 
yision of the policy requiring payment to be 


health insurance. 
whether the de- 


made of premium on October 8, 1922; second, 
whether credit had been extended to plaintiff 
granting time in which to pay the premium and 
whether the defendant thereby waived the pro- 
visions. 

The renewal certificate contained the follow- 
ing provision: “This renewal is effective only 
upon the condition that a premium of $120 be 
paid on October 8, 1922.” The policy also 
contained the following provision: “If de- 
fault be made in the payment of the agreed pre- 
mium for this policy, the subsequent acceptance 
of a premium by the company or by any of 
its duly authorized agents shall reinstate the 
policy, but only to cover accidental injury 
thereafter sustained and such sickness as may 
begin more than ten days after the date of such 
acceptance.” 

The premium of $120 became due on October 
8, 1922, but was not paid. On October 1, 
November 1, and December 1 of 1922, the Con- 
tinental Agency Company mailed statements 
No later statements were ever 
sent to the plaintiff. On 1923, 
plaintiff's daughter tendered to the insured’s 


to the plaintiff. 
February 23, 


club a check for $60, which was accepted and 
credited on the 
March 1 a 


December statement. On 
additional $60 was 
mailed to defendant and the check was returned, 
a receipt being returned to plaintiff. 

On February 24, 1923, plaintiff was taken to 
a hospital and it was admitted on trial that the 
sickness causing the disability commenced prior 
to February 24, 1923. 


check for an 


Held, that the mere sending of statements 
jor two months after payment of premium was 
due, was not such a recognition of the existence 
of the policy and a waiver of payment of the 
Premium and that the policy remained in force 
for an indefinite time thereafter. 

There was evidence, however, to submit to 
the jury that credit had been extended to the 
Plaintiff, which credit would constitute a waiver 
by the defendant of the provision of the pol- 
icy as to time of payment of premium due. 
Conversations were had and payments made, 
but nothing was said by plaintiff to defendant 
indicating that policy had lapsed or was not 


— = 


in force either at or after the time of the tele- 
phone conversations or payments. 

A jury could infer that plaintiff had accepted 
the defendant’s offer to continue the insurance 
in force when delivery was made of the re- 
newal certificate and that he had thereby bound 
himself to pay the premium. 
for plaintiff affirmed. Ellerbeck 


(Supreme 


Judgment 
vs. Continental Casualty Company 
Ct. of Utah), 227 Pac, Rep. 805. 


LIFE 


Facts held to sustain an implied finding 
by the trial judge that life insurance com- 
pany accepted check, subsequently pro- 
tested, in full payment of premium. 

A life policy was issued to deceased on May 
31, 1919. The policy was in force on May 31, 
1921, with all premiums prior to that date paid. 
The insured received a notice that premium 
would be due on May 31, 1921, and on June 25, 
he mailed to the company a check for $89.95, 
the amount of the annual premium and signed 
“Little Sporting Goods Company,” the trade- 


name under which the insured did business. 
The check was protested on July 1 on account 
of insufficient funds and the insurance company 
received its notice in due course of mail not 
later than July 4, 1921. 


1921, the insurance com- 


When the check was 
received on June 27, 
pany issued its usual form of receipt. On 
July 8 the company received the protested check 
and retained it without taking any action until 
when it received notice of the death 
1921. 


The policy in the amount of $2500 contained 


July 13, 


of the insured by drowning on July 10, 


a double indemnity clause providing : 

“During the premium-paying period of this 
policy and excluding any time while the same 
may be in force as extended insurance, all pre- 
miums having been duly paid and this policy 
being then in force, in the event of death of 
the insured resulting from bodily injury sus- 
tained and effected directly through external 
* the 
company will pay to the beneficiary or bene- 
the amount 


violent and accidental means 
liciaries hereunder, in addition to 
otherwise due under this policy the sum of 
$2500.” 

The company paid the insured $2,516.96 in 
partial settlement, but refused to pay the ad- 
ditional $2500. The insurer defended by set- 
ting up that the last premium preceding in- 
sured’s death was due May 31, 1919, that it had 
not been paid within the thirty-one days of 
grace and that the policy was merely in force 
as extended insurance, and that the double in- 
demnity clause did not apply. 

From the evidence, it appeared that the check 
for the insurance premium was mailed with 
an honest intent on part of the insured to pay 
it. Another check for $1co00 had been sent out, 


2 


1) 


Tnrseurvanee Declseion & 


F By Joseph G. Seller of the New York Bar 


however, with a request that the creditor should 
not cash it until July 1. This latter check ex- 
hausted the bank account before the premium 
check was presented. 

Ileld that the question whether the insurance 
company received the check in payment of the 
premium is one of fact. Prior to the receipt 
of the check, the only right which the company 
had was to forfeit the policy, but after check 
was given the company had the further right 
to hold and treat the check as a personal ob- 
ligation and to collect it by suit. Apparently 
upon receiving notice of protest, the company 
did not intend to recall the receipt nor declare 
the policy forfeited, but was ready to write 
the insured with reference to the protested 
check itself. 

The receipt and retention by the company of 
the check, under the above circumstances, was 
a waiver of cash payment. 

Judgment for plaintiff affirmed. State Life 
Insurance Company of Indiana ws. Little (Ct. 
of Civil Appeals of Texas), 264 S. W. Rep. 


310. 


FIRE 


Clause as to vacancy, in description of 
house and barn, in policy which insures 
barn only, is not applicable to house. 

The policy covered a barn only. The land 
on which the barn was located also had a small 
dwelling house thereon, occupied by a third 
party as a tenant at will, at the time the pol- 
The third party, however, had 
no control over the barn insured or any part 


icy was issued. 


oft the farm. 

The policy covered as follows: 

“$ * * *. On one * roof 
dwelling house, including foundation, additions 
hereafter attached on the premises. 
barn and sheds attached, including 
foundation and therein and thereon 
marked Number 1 on the diagram.” 

Further on appears the following provision: 

“Or if any of the buildings described are 


story 


now or 
$700 on 
fixtures 


now vacant, unoccupied or uninhabited and so 
remain for a period exceeding ten days with- 
out written consent thereof, then in each and 
every one of the above cases this policy shall 
be null and void.” 

The barn covered by the policy was occupied 
and used as a barn at the time the policy was 
issued and that use continued until the fire. The 
small dwelling house, however, had been vacant 
for more than ten days prior to the fire. 

It is a universal rule that an insurance policy 
must be strictly construed against the insurer. 
The policy in this case was a standard form 
used by the insurer when the policy covered 
all form of buildings. In this case the policy only 
covered the barn, but if the insurer had re- 
garded the continued occupancy of the small 





1 HE SPECTATOR 


Thursday 








Public Accountant 


Actuarial 


Actuarial 








HARRY C. LANDWEHR 
Certified Public Accountant 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 





T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 














Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union | New Amsterdam 
mobile-Hartford National Hartford Casualty Co. 


American Equitable U.S. Fire Indemnity Company 
Fidelity-Phenix Stuyvesant of America 
Insurance Co, Automobile Insurance 
State Pa. BROKERS’ LINES SOLICITED 

















Actuarial 








FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bidg 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 





—_ 





— 


F. M. SPEAKMAN, C.P.A, 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 








JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 
Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 





ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 











WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 








A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 








Established 1865 
David Parks Fackler Edward B. Fackler 
William Breiby 


FACKLER, FACKLER & BREIBY 
Consulting Actuaries 


Consultations 
Valuations 


NEW YORK 


Audits Calculations 
Examinations 


50 BROAD STREET 








FREDERIC S. WITHINGTON 


PF. A.1.A. 


CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bidg., 36 W. 44th St. 
NEW YORK 











Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 
Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street New York 





Conservation Specialists 





The Otis Hann Company, Inc. 
‘Life Insurance Service’’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 











L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 























JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 

LIFE INSURANCE—Ordinary, Intermediate, 

onen Industrial and Special Classes. 
WORKMEN’S COMPENSATION 

Expert Advice on Domestic, Tropical and 

Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 





I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 

and STATISTICIAN 

1600 Bankers’ Trust Bldg. 
Philadelphia 


Workmen’s Compensation 
Liability and Casualty Lines 
Industrial Funds, ete. 














Consulting Engineers 








DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. _ Telephone State 7298 
CHICAGO 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 








FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 
HOME OFFICE BUILDINGS 


Full Architectural and Engineering 
Services Available 
Tel. Hanover 6718 New York City 





37 Wall St. 














26 


j 














th 
th 








PA, 
RY 


intants 
LPHIA 





ee 
nee 


sellor 


D 


SSEE 
iIding 





| | 








ince 

















wl 








October 16, 1924 


THE SPECTATOR 





Miscellaneous Insurance 











Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











dwelling house as material in any way, it 
should have specitically provided that if the 
building should become and remain vacant for 
more than ten days the policy would be null 
and void. Mitchell 
vs. Home Insurance Company of New Yark 
(Springfield Ct. of Appeals), Missouri 264 


S. W. Rep. 69. 


Plaintiff should recover. 


ACCIDENT 


A breach of warranty as to temperate 
habits of insured cannot be based upon 
wrongful act committed after policy was 
put in force. 

This was a suit by plaintiff, non compos 
mentis, by his guardian to recover on an acci- 
dent insurance policy for injuries caused by 
accidental inhalation of gas. 

The policy contained the provision: “I do not 
use intoxicants or narcotics to excess and my 
habits are correct and temperate.” 

The evidence tended to show that plaintiff 
did not live with his wife and family, but as- 
sociated with another woman, being frequently 
seen with her on the streets and in the cafés. 
Held, that while the evidence tends to establish 
that plaintiff was guilty of immoral conduct, 
there was nothing to lead the court to a posi- 
tive conclusion that plaintiff had faslely war- 
ranted that 
perate. 
$2500 from the estate of his father, of which 


his habits were correct and tem- 
The fact that plaintiff misappropriated 


he was administrator, failed to show a breach 
of warranty, because this act took place after 
the policy was renewed and in force. 

that 
knew about plaintiff's habits at the time the 


Further it appears defendant’s agent 
policy and the renewal receipt were issued. As 
the defendant knew that the warranty was un- 
true, when it accepted and retained the pre- 
mium, it must be held to have waived the breach 
of warranty. 

Bennett vs. 
Insurance Company (St. 
Missouri), 246 S. W. 


Judgment for plaintiff affirmed. 
Standard Accident 
Louis Ct. of Appeals, 
Rep. 27. 
Eddie Klein Delivered Seventy-Two Poli- 

cies in One Month 

A new record for the Massachusetts Mutual 


Life, Sprinefield, Mass., was made during 


September by agent Fiddie Klein of the St. 
In that month he delivered sev- 
enty-two policies, for a total of $113,000. 


Louis office. 


APPROACHING PROSPECTS 


Paul Clark Tells New York Life Un- 
derwriters How to “See ’em and 
Sell ’em” 


SUPERINTENDENT BEHA A SPEAKER 


President of United States Life Also Ad- 
dresses Monthly Dinner Meeting of 
State Association 

The first monthly dinner meeting of the Life 
Underwriters Association of New York, held 
at the Hotel Astor in that city last Tuesday 
evening, was attended by about five hundred 
members and guests and was an event which 
will stand out in the annals of the association 
for some time to come. The three principal 
speakers of the evening made this so. Paul 
Clark, vice-president of the National Associa- 
tion of Life Underwriters, is an asset to any 
gathering and kept this one at attention while 
he described “how to see ’em and how to sell 
’em.” Henry Moir, president of the United 
States Life, is a very well-known actuary and 
noted insurance author, as well as being an 
able executive, and his talk on “Medical and 
Agency Selection” provided a new insight into 
that phase of the business. James A. Beha, In- 
surance Superintendent of New York, while 
new to the men in the field, is a “human” com- 
missioner, whose often-pointed remarks have a 
way of conveying his meaning that is tinged 
with understanding humor. President Henry 
Morrow, of the New York Association, occu- 
pied the chair for the first time since his election 
and the familiar and genial voice of W. G. 
Eisenhauer led the singing. 


SUPERINTENDENT BEHA “Not A REFORMER” 

Superintendent Beha, on being introduced, 
told the agents that he had no message to bring 
them; he was not a reformer, he said, and, 
with reference to the State insurance depart- 
ment, made the comment: “All we do, when 
one of you strays from the straight and narrow, 
is to tap you on the shoulder, or somewhere else, 
and get you back in line.” In outlining his early 
experiences with life insurance agents, he drew 
an appreciative smile by the remark: “You are 
a persistent crowd, and I finally signed on the 
The quality 

uppermost 


dotted line like everybody else.” 

that has him was 
when, among his concluding 
“Most of the friends I had yesterday 
Figuratively, 


won adherents 
expressions, he 
stated : 
are still friends of mine today.” 
the Insurance Superintendent stood before his 
audience with a switch in one hand and a piece 
of cake in the other, being careful to make it 
clear that the former was only for emergencies 
while the latter was constantly proffered 


PAUL CLARK’s GREAT TALK 
The life insurance hit of the gathering was 
Paul Clark, who, in addition to his 
post in the National Association, is general 
agent of the John Hancock Mutual in Boston. 
Mr. Clark gave the agents present hint after 
hint of how real selling is done and, when he 
had finished, received what was practically an 
Mr. Clark believes in specialized 


made by 


ovation. 
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selling; that is, letting a man sell the type of 
contract for which he has aptitude and inclina- 
tion. 

Mortgage insurance and endowment in se- 
ries are the easiest kinds to solicit for, in Mr. 
Clark’s opinion, and he said that his new agents 
were always started on one or the other of 
these lines. Asa panacea for success in devel- 
oping life insurance salesmen, he advocated this 
idea: “Get a man on fire with enthusiasm for 
his business, and then keep him burning.” Pros- 
pects who could not be approached by one man 
should be given to another and, for this pur- 
pose, a prospects’ clearing house was needed in 
every large agency, he said. “Sweet commis- 
sions” was the keynote of his address, and he 
made it apparent that the agent who gives value 
for value received, he who helps his policyhold- 
ers as well as expecting them to help him, will 
win out. New incorporations and financing op- 
erations were fertile prospects, 
stated Mr. Clark; while circularizing, when the 
copy used was of proper choice and quality, 
was also advantageous. 

In personally canvassing, said the speaker, 
he always remembered the advice of Dr. S. S. 
Huebner about talking with a prospect who has 
been approached by many agents. Dr. Hueb- 
ner’s suggestion was: “When you pull the cur- 
tain up—give ’em a new show.” Mr. Clark’s 
closing reminders, anent the approach of any 
prospect, consisted of the following: “Be dif- 
ferent. Be positive. Be definite.” 


sources for 


MeEpiIcAL AND AGENCY SELECTION 

Henry Moir, president of the United States 
Life, pointed out the interlocking phases of 
medical selection as accomplished by company 
doctors and the agents themselves, and pleaded 
for a better understanding and harmony of op- 
eration between the two. An agent’s business, 
in its medical aspects, reflected the character of 
the agent himself, stated Mr. Moir. 

The president of the United States Life, in 
summarizing, gave his opinion that a knowledge 
on the part of medical examiners and agents of 
the importance to a company of their efforts at 
selection, would reflect to the credit of the busi- 
ness. Harry Neff, chairman of the member- 
ship committee of the association, reported for 
that division and said that this work was com- 
ing on rapidly. One man, Lawrence Simon, 
had turned in seventeen new members in the 
past week. A spontaneous drive for new mem- 
bers, held at the meeting, resulted in getting the 
signatures of fifty-one applicants. 





Joseph A. Flynn Returns 

Joseph A. Flynn, senior partner in the well- 
known insurance brokerage firm of Flynn & 
Harrison, Inc., 16 Liberty Street, New York 
City, returned to his office October 14, after en- 
joying a short vacation in Europe. Mr. and 
Mrs. Flynn spent some time in Paris. 

Joseph A. Flynn is a prominent figure in in- 
circles. Locally he was for twenty 
years head of the New York office of the Fidel- 
ity and Deposit. He resigned from that posi- 
tion four years ago to establish his own firm, 
which is affiliated with the United States Fi- 
delity & Guarantee. 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 







ly Premium plan. 





"9. G. L. BUILDING. - 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for 


Participating and Non-Participating Policies. 
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Males and Females alike. ADAMS ST. 7 
; : tinental | & : 
Standard and Substandard Risk Contracts, i. e. less work for nothing. | Cmgaj! | Sek 
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Colony pi - Illinois Tle er 
THE OLD COLONY LIFE INSURANCE COMPANY S =|"| Seer 
of CHICAGO, ILL. JACKSON BOUL. 
B. R. NUESKE, President a Board 
Exchange Trade 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 








to Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
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Fast Selling Policies ina 
Fast Growing Company 


Agents are constantly realizing the 
wisdom in selecting the National Life 
line of policies, whereby they are 
enabled to render a better service to 
the insurance-buying public. 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 
of prosperous and successful business. It has 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 


Safety and low cost are the factors £ reputation, magnitude, leadership, and life 
which enable them to sell more insur- E : : 
; EE insurance service. 

ance to more people, thereby increas- = | 
ing their commissions. = | 

Ste | Those considering life insurance as 

Top contracts available to men capable of = a profession are invited to apply to 
E 


Indiana, southern Indiana, western Michigan 
and in portions of Illinois. 
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How Hopes Are Shattered 


By WILLIAM T. NASH 


NE of the hardest things a life insur- 

ance company is called upon to do is 

to break the news to the little woman, 
who is left to fight the battle alone, that her 
husband’s life insurance—her last hope—had 
been allowed to lapse; that the policy for 
which she herself had saved and sacrificed to 
help carry along had been dropped before 
her husband’s death and therefore is of no 
value to her now. 

This the companies are daily forced to do 
in answering the thousands of letters that 
come from dependent widows, many of them 
broken in health and with young children to 
support, and whose husbands had made the 
fatal, though common, mistake of giving up 
their insurance. 


FoopD FOR THOUGHT 

If you could read the mail that comes to a 
life insurance company in the course of just 
one day’s business, you then would know the 
cause of much of the distress and unhappiness 
you see around you. You would know why 
many women become broken and_ gray 
long before their time. You would know why 
homes are broken up and mothers and their 
children separated. And you would have 
some conception of what it would mean to a 
mother and her little ones, when bereft of 
their only support, to learn on their return 
home from that little plot in the “silent city” 
that their last hope is shattered; that they 


—. 
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now must fight the battle unaided and alone. 
It is then that you would be able to picture 
in your mind your own home and family after 
you are gone: and it would be a picture 
indeed such as every husband and father 
should have constantly before him as a re- 
minder to him that he is the guardian of his 
family’s future, and that it is for him alone 
to determine what that future shall be. 


CRUEL AWAKENING 

Not long ago we were given the privilege 
of reading a number of such letters and they 
made an impression that time never can erase. 
They were from every class; they were from 
the widows of once prosperous business men, 
from the farm and from the industrial centers. 
In each the story was much the same—a 
story of debts to pay and children to support; 
a story of hardship and despair. One poor 
woman, believing her husband’s policy to 
have been in force at the time of his death, 
had a lawyer acquaintance write the com- 
pany for the necessary papers. In this letter 
to the company the lawyer said: 

I will state to you further that I am not 
charging Mrs. S. anything for this service as 
she has four small children dependent upon 
her and has but very little aside from this in- 
surance. 

The company, however, had to advise the 
lawyer that only a short time before, the 
policy had been surrendered for its cash value 
of $80. The company’s letter stated further 
that when the insured first applied for the cash 
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surrender value of his policy, we made every 
effort to have him continue the insurance and 
offered to loan him the amount of the 
premium then due. He declined to accept our 


advice and, as above stated, the policy was 
surrendered for its cash value. 


Another letter was from the administrator 
of the estate of a small storekeeper. In this 
case, the debts, together with the expense of 
closing up the estate, finally ate up all the 
property, but the insurance of $5000 having 
been made payable directly to the wife her- 
self, would, as she believed, give them a new 
start and enable her to keep their five chil- 
dren with her. Upon investigation, however, 
the mother of this large but helpless family 
was shocked to learn that her husband had 
dropped his policy only a short time before, 
thus leaving the family destitute. 

A frail little woman, whose husband had 
lost his life in an accident, not knowing that 
he had let go his only policy, all that he had 
to leave his family, in her letter to the com- 
pany said: 


What we would do without this blessed in- 
surance | do not know, as it is all in the world 
we have. Oh, how thankful I am that my 
dear husband was so good and so thoughtful 
of us. After paying all the funeral and other 
expenses there will be enough left to give us 
a good start and enable me to keep our two 
little boys in school. I hope you can send the 
money right away. 


What a cruel awakening it was when this 
trusting mother learned that the one upon 
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whom she had depended, and to whom in her 
letter to the company she had referred in 
words of such tender affection, had sur- 
rendered his policy only a few weeks before 
his death! Could this husband, now in the 
spirit world, only read his widow’s letter to 
the company and know her great sorrow and 
her distress at this time, do you not believe 
that he would ask for just one more chance? 

What a picture, what a sermon, what a 
lesson for all of us! Isn’t it a pity that the 
thousands of such letters received by the com- 
panies cannot be read by every husband and 
every wife so that they might see and know 
for themselves that to drop their insurance, 
even for a day, is to invite into their own 
homes a tragedy such as those depicted in 
these letters? With such a picture before 
them, men should stop and think before giving 
up the bond which is to sustain their families 
after they are gone, and for which there is 
no substitute or expedient. 


NoTHING WorTH WHILE Is EAsy 

It would not be amiss in this connection to 
offer the reminder that nothing worth while 
is easy. It is not easy to make money. It is 
not easy to save money. It is not easy to 
make sacrifices or deny ourselves. And for 
the same reasons it is not always easy for us 
to make the deposits on our insurance. At the 
same time, our failure to practice these 
virtues, our unwillingness to make the neces- 
sary sacrifices and pay the price, is certain 
to result in just such bitter disappointments as 
those so vividly brought out in the letters 
already mentioned. No reasonable man, 
therefore, would give up the insurance that is 
to shield and support his family in the dark 
days that are certain to come, simply because 
it is not always easy for him to make the 
payments. Whether your insurance is for 
for $100,000 or for only $1000, its im- 
portance is relatively the same. In either 
case it was taken to meet certain, definite 
obligations after you are gone, and which 
could not be provided for in any other way. 

Vital as one’s insurance is and with the 
assistance the companies always are willing 
and glad to extend, it is hardly conceivable 
that any man should be forced to deny his 
wife and children this most necessary pro- 
tection. 





Death of Dr. Ira H. Prouty 
Dr. Ira H. Prouty, laboratory chief for the 
Travelers Insurance Company, died recently at 
his home in Hartford. Dr. Prouty, a native 
of Keene, N. H., was thirty-nine years old and 
had been director of the Travelers’ laboratory 
for some time. 


Putting Sales Across by Negative Appeal 


By Frank H. Witiiams 


Everyone is familiar with the process of sell- 
ing life insurance by the method of telling the 
prospect the various reasons why he should 
purchase insurance. It is a simple enough pro- 
cedure to find plenty of perfectly good reasons 
why the prospect should purchase life insurance 
in quite large quantities. Because, in many in- 
stances, the prospect has been approached time 
and again by various insurance salesmen who 
have presented the same old arguments to him, 
this method sometimes isn’t nearly as success- 
ful as the salesman would like in putting the 
sales across. 


TACKLING THE PROSPECT 

So, in cases where the salesman is certain 
that the prospect has been approached many 
times by other life insurance salesmen for the 
purpose of trying to make him purchase more 
insurance, it would probably be a splendid idea 
to attack the prospect from a negative angle— 
that is, to tell him many reasons why he should 
not purchase insurance, and then suddenly 
switch the whole argument around to the posi- 
tive side and tie him up while the impres- 
sion made upon him was still strong. 

Here is the way that this might be done: 


“Mr. Smith,” the life insurance salesman 
might say, “You’ve probably heard a lot of 
arguments why you should purchase more life 
insurance. You know these arguments by 
heart. But I’m going to tell you something 
different. I’m going to present some new and 
interesting reasons to you why you should not 
buy any more insurance at the present time” 

This sort of an introduction would be sure 
to make the prospect sit up and take notice 
because it would be so entirely different from 
anything that any insurance salesman had ever 
before said to him, that he would be curioys 
as to what the salesman had in mind. 

“Just what do you mean?” the prospect would 
probably say. 

“T mean, for one thing,” the salesman might 
continue, “that your business is going to be 
so good during the coming year and the fol- 
lowing years that you will need every cent you 
can get for the purpose of taking care of the 
expansion which your business will enjoy, 
There isn’t any doubt in the world but what 
this country is right on the verge of the most 
prosperous times that this nation has ever 
Every indication is pointing that way 
and pointing strong. In your business you are 
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ng to be coming prosperity and for cashing in on it to business and of your family by taking out more 
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that way 

| you are THE MAN IN THE STREET | 
a BY WILLIAM ALEXANDER j 
= 13. The Doctor and His Fees 

One day Agent Tray called on Dr. Burro, 
who had a large practice, and asked him if his 
wife would be able to hang on to his patients if 
anything happened to him. 

“Of course not,” replied the doctor, “she 
is not a physician.” 

“Well,” continued Agent Tray, “your fees 
will continue to come in just the same?” 

“That is a joke of doubtful taste,” retorted 
the doctor, “you know that my fees will stop 
when I stop.” 

“Fxcuse me,” said Tray,” I am not joking 
I simply wanted to jar you a little—to arrest 
your attention—to get you thinking about what 

will happen to your wife and children if you meet with an accident.” 

“Well,” replied the doctor. “I have a large income, and expect to save 
a good deal within the next few years.” 

“How long have you been in practice?” said Tray. 

“Ten years,” was the reply. 

“And you have already saved a good deal?” 

“No,” confessed the doctor, “but I intend to.” 

“Well,” said Tray, “I have come to help you do it.” 

“How can you help me?” asked the doctor. 

“By giving you a policy on your life,” replied the Agent, ““The necessity 
of paying a premium on that policy from year to year will aid you in 
establishing habits of thrift. Then, if you live you will accumulate an 
estate, and if you die you will leave your wife the money that you had hoped 

: to save but will not have had time to save. 
_N. B.—This series of Insurance Fables for the Man in the Street has been published in book form. 
«| Mail 50 cents for a sample copy. Liberal discounts on quantity orders. 
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possible money in the shortest possible length 
of time I say that you can’t afford to take out 
any more life insurance right now.” 


FAVORABLE REACTION ExPECTED 


To put this sort of a proposition up to the 
prospect would do two things: In the first 
place it would flatter the prospect so as to 
make him feel that the life insurance salesman 
was certain that great things were in store 
for him. And this would make the prospect 
think very kindly of the salesman. But, in 
the second place, it tends to arouse the antag- 
onism of the prospect. It would make him 
feel like saying something like this to the 
prospect: 

“You think I’m the sort of a man who wants 
only to make money and who doesn’t care any- 
thing at all about providing for the future of 
his family and loved ones, do you? Well, I'll 
show you a thing or two. Give me that ap- 
plication blank!” 

And, following this outburst it would be 
quite a natural thing for the prospect to sign 
the application blank at once for a good amount 
of insurance. 

But, whether this first argument had the 
effect of getting an application out of the pros- 
pect at once or not it would unquestionably 
have the very desirable effect of arousing his 
interest and attention and making him wonder 
what the salesman is going to say next that 
was unique and different. All of which, of 
course, would be of splendid help to the sales- 
man in eventually putting the sale across then. 
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the salesman might say something to the fol- 
lowing effect: 

“Another reason why you should not pur- 
chase any more life insurance at this time is 
this: You have plenty of insurance for a man 
in your position in life. You have enough in- 
surance to take care of your family in moderate 
circumstances in the event of your death. 
There’s a chance, of course, that your business 
will grow quite large in the years to come and 
that your family will take a better position in 
the world. But, even so, is that any reason 
why you should take out more insurance so 
that they could keep on living, in the event of 
your death, in the style to whrch your increased 
income accustoms them to? You have safe- 
guarded them moderately. They can get along, 
provided they go to work, with the insurance 
you already have. Of course, many people 
might think that now, when you are younger 
than you will ever be again, it would be a 
good thing for you to take out more insur- 
ance in a line with the greater income which 
you are pretty sure to get in the coming years, 
but why pay so much attention to the future 
when it may be that your business won’t turn 
out as good as it looks as though it would? 
And, of course, if your business doesn’t turn 
out so good, then your family wouldn’t become 
accustomed to the better scale of living and 
there wouldn’t be any real necessity for an in- 
creased amount of insurance at all.” 


AROUSING INTEREST 
Here again this line of talk would arouse 
the interest and attention of the prospect. It 
would make the prospect feel like coming back 
at the salesman in some such way as this: 
“Huh, there isn’t any doubt in the world but 
what my business is going to increase greatly 
in the next few years and my family is going 
to live just as well or better than any family 
in this entire section of the country. I'll show 
you just how I feel about my business outlook! 
Give me that application blank.” 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 
Life Insurance Company 


Springfield, Massachusetts 
Incorporated 1851 











And, quite likely in many instances, the 
prospect would forthwith sign up for a con- 
siderable amount of additional insurance. 

But, if the foregoing didn’t result in getting 
a policy application from the prospect, the in- 
surance salesman might tell the prospect an- 
other reason for not buying more insurance 
and might put this additional reason up to him 
in this way: 

“Of course, I’d like to sell you another pol- 
icy, but I can see that you don’t really need 
any more insurance and that you shouldn’t buy 
any more because you would probably have a 
hard time paying for it. When I first thought 
of calling on you for the purpose of selling 
you some instirance I wasn’t informed as to 
the amount of insurance that you are now 
carrying. But, since the first time I called 
on you I have heard of the amount you are 
now carrying and I realize that to take on an 
additional amount would probably strap you. 
That’s one way to look at it. But I’ve also 
been hearing that you are making quite a 
lot of money—much more than you were for- 
merly making. And if you are making as much 
money as you are reported in some sections 
to be making, then it would be an easy thing 
and a simple thing for you to purchase the 
additional insurance I am anxious to sell to 
you. Of course, I hope that you are in a 
position to take out more insurance, but I’m 
not going to press you on the matter. I know 
that if you are having a hard time paying 
for the insurance you are already carrying you 
certainly wouldn’t want to take out any more.” 

Success PossIBLE 

To put this sort of a proposition up to any 
man would be to appeal to the prospect’s vanity. 
The prospect would at once feel like showing 
the salesman that he was making the additional 
money which he was reputed to be making. So 
he would sign up the application blank at 
once, in many instances, and the salesman would 
thus make a sale which he might never have 
been able to make under other circumstances. 

Of course, in selling insurance through this 
sort of a negative appeal it would be necessary 
for the salesman to pick and choose the people 
to whom the talks of this sort were made. Only 
certain classes of men would be reached by ap- 
peals of this type. 

D. V. Edmundson Establishes Production 
Record 

INDIANAPOLIS, IND., October 13.—The home 
office of the American Central Life Insurance 
Company in Indianapolis has announced that 
a new record month production has been es- 
tablished by Dan V. Edmundson, manager of 
the Birmingham, Ala., agency. During the 
thirty-one days from August 1 to August 30, 
Mr. Edmundson wrote a total of 321 applica- 
tions, of which 209 were complete with medi- 
cal examinations. 

Mr. Edmundson is regarded as a newcomer 
in the fife insurance field, having been asso- 
ciated with the American Central Life only 
about a year. He is president of the Keystone 
Service Corporation, one of the branches of 
which is a life protection department. It 
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has been so successful that both Mr. Edmund. 
son and Grady W. Simpson, vice-president of 
the corporation, have qualified as members of 
the President’s Club of the local company, and 
also participated in the meeting of the leading 
salesmen of Mackinac Island in July, 








Three Book Brothers Apply for $15,000,- 
000 of Insurance 

J. Burgess Book, Jr., Herbert V. Book, and 
Frank P. Book, all of Detroit, Mich., have re. 
cently undertaken what is said to be the largest 
life insurance contract ever handled, in order 
to provide for the carrying out of the plans 
for the development of Washington boule. 
vard, in that city, without interruption in the 
event of their death. The three Book brothers, 
who have handled downtown building projects 
amounting to hundreds of millions, have made 
application for the maximum amount of insur- 
ance through Leo E. Thomas of Detroit. The 
policies will be made in favor of the Detroit 
Developments Corporation of Detroit, which is 
the company organized by the Books to con- 
duct their building operations. 





First Loss in Four Years of Business 

A remarkable record has been made on the 
business written by Sam Sadowski, agent for 
the Western States Life of San Franisco. For 
more than four years he has been connected 
with the company and he has written over $3,- 
000,000 of new business. The first loss ($2000) 
has just been experienced on the business writ- 
ten by Mr. Sadowski. 








Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 
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AMERICAN MEN TABLE OF MORTALITY 


An Explanation for Agents of Its Formation 
and Uses 


By ALFrep PartRIcK, JR. 


Office Manager, Fackler, Fackler & Breiby, Consulting Actuaries 


It has been brought to my attention recently 
that many life insurance agents have either 
never heard of the American Men Table of 
Mortality, or know little of it. Therefore the 
following short description of this very im- 
portant contribution to the exact science of 
life insurance may be found interesting by 
agents, further stimulate their confidence in the 
soundness of their business, and fortify their 
enthusiasm with facts. 

The American Experience Table was con- 
structed in 1860 by Sheppard Homans, actuary 
of the Mutual Life Insurance Company, New 
York, and published in 1868. Nearly all legal 
reserve life insurance policies now in force in 
the United States are based on this table. 

Since then it has become increasingly evident 
that the American Experience Table of Mor- 
tality assumed a greater number of deaths at 
each age than actually occur among insured 
lives in the United States—especially in re- 
cent years, but it was not fully demonstrated 
until the Actuarial Society of America, and 
the American Institute of Actuaries on the sug- 
gestion of the National Convention of Insur- 
ance Commissioners, in 1916, began an in- 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,878,546.00 on Deposit with, the 
Indiana Insurance Department 


$411,739.90 Surplus Protection to 
Policyholders 


$38,000,000.00 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Insurance in force 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGAN, 
7 a TENNESSEE, TEXAS AND 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 














vestigation of the actual mortality among in- 
sured lives in American and Canadian life in- 
surance companies. 

The results were published in 1918-19, cov- 
ering the mortality of American men, Ameri- 
can women, Canadian men and Canadian 
women, as reported by fifty-nine American and 


Number Dying out of 100,000 
Alive at Beginning of Each Age 








American American 

Age Experience Men 
ARs An iio ale nw ew aioiethors 781 392 
Bare luncecat nto 807 431 
We cenicwa Sa pie de Phe 843 446 
Maa FoR a oe ES 895 478 
ER eae 979 984 
Dore e ooo oe eens 1,116 794 
| EE ee Ree 1,378 1,158 
|, RO ae Ry ene oP ea ee 1,857 1,747 
C1 Ee eee ENE een 2,669 2,668 
5S halal ea Sea artes 2,888 2,903 
62 3,129 3,158 
3,394 3,437 
3,687 3,738 
4,013 4,066 
4,371 4,418 
4.765 4,803 
9,200 5,216 
1,676 5,664 
6,199 6,147 
9,437 9,194 
14,447 13,574 
23,555 19,707 
45,555 28,035 
100,000 38,776 
a 96,250 





Canadian life insurance companies during the 
years 1900-1915 under policies issued from 1843 
to 1914. 

The American Men Table of Mortality 
(ultimate) is the most recent experience among 
male insured lives in the United States. 

Above will be found a listing of deaths by 
the two mortality tables in question, stated on 
the same basis so that comparisons can be read- 
ily made. As the Complete Expectation of 
Life is a useful method of comparing the rela- 
tive mortality by different experiences, it has 
been included here for your study: 

It will be noted that the American Men 
Table shows fewer deaths than does the Amer- 
ican Experience Table for all ages, except 61- 
68, both inclusive, and that the expectation of 
life at all ages by the American Men Table is 
greater than that by the American Experience 
Table. This is due to the lighter mortality at 
most ages and the extension of life to age 103 
by the American Men Table (none living at 
104). Under the American Experience Table 
all are assumed to be dead before age 96. 

From the above it would be quite natural 
to inquire, “if the mortality is lighter by this 
new table why don’t the companies reduce their 
gross premiums?” In answer to this I would 
quote from “The Essence of Life Insurance,” 
by William Breiby, F.A.S.: “Several actuaries 
called attention to the fact that the actual cost 
of insurance to the policyholders in the future 
could not be reduced by employing such new 
table (the American Men) because the mutual 
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companies were giving insurance at ‘actual 
cost’ by returning as ‘dividends’ such part of 
the premiums as were redundant, and the pre- 
miums for the lowest rate non-participating 
policies were from the outset as low as wise 
insurance judgment would permit.” 

It will be noted that the number of deaths 
by the new table is appreciably less than by the 
American Experience Table at many ages. 

This new table is being used extensively in 
dividend calculations, as mentioned above; in 
calculating group life insurance net premiums; 
as a factor in rating substandard risks, and 
will be taken advantage of by actuaries in gen- 
eral whenever it can be used for the benefit 
of policyholders. 


Complete Expectation of Life 








American American 
Age Experience Men 
ack wr kant 42.2 45.9 
2 ae ee Soran te 38.8 41.8 
30... 35.3 37.7 
Des wpe die male aa be hance 31.8 33.5 
OMe: 26st. a aS oe nS 28.2 29.3 
SaaS 24.5 25.2 
Py ca ornate: aire nora 20.9 21.3 
Dies occu ghe noch ewends 17.4 17.6 
ne Pena Rech 14.1 14.3 
WOR = s-okie wkdio wes tleey 13.5 13.7 
62 12.9 13.1 
Cae a catewse 12.3 12.5 
OE hy EES 53 ayy 11.9 
Ge Ss ence ctent enews 32.3 11.3 
EE Te ace 10.5 10.8 
GR vctae aaa elas 10.0 10.3 
isis ctca wwe akaweas 9.5 9.8 
aa aed Sareea aes 9.0 9.3 
| DOING Se nee 8.5 8.8 
fs a RES PO Din ane 6.3 6.7 
ME POC EE Me eae ee 4.4 5.0 
EE Ne eee 2.8 3.7 
Gis. ee arrashn sues 1.4 2.6 
Gos cw cccndeneaeeeen 5 1.9 
Bex catedsac 30st ks 1.2 
CR er ere ay eee 5 





North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa-. 


tion: 





F. J. Uehling, President. 
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NEW POLICY 


Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Life 


Insurance Co. 
of New York 











Your Opportunity for Service 
The very foundation of life insurance is ser- 
service the life insurance 
The life insurance sales- 


vice, and without 
business will fail. 
man who fails to build his business upon the 
foundation of service is almost sure to fail. 
Self-interest must be cast aside, and one must 
see himself as the applicant. In other words, 
it is another case where one must lose himself 
to really find himself. Self-interest must be 
converted to a strong desire to serve others. 
One’s reward is almost sure to be measured 
by the true amount of service rendered. There 
are but few vocations (if any) that give one 
as great an opportunity for service as that 
of life insurance selling. Homes need to be 
protected. Children need the care and caress 
of that mother love which cannot be given if 
the home is not maintained. Life insurance is 
one sure way for the husband and father to 
know that “mother” will have a chance. The 
children need to be educated. His business in- 
terests need protection, and we could go on and 
on and enumerate the many needs for life in- 
surance. These needs can only be rightly filled 
through the service the life insurance sales- 
man is able to render. The following statistics 
ought to be sufficient evidence of the oppor- 
tunity for service: 

Thirty-five per cent of the widows in the 
country are in want. One in every three suf- 
fers for the necessities of life. 

Ninety per cent of all the widows in the 
country, who are not in actual want, lack the 
common comforts of existence. A _ good 
monthly income would be of real service here. 

Eighty-two per cent of the children are 
forced to leave school before they have com- 
pleted the eighth grade in order to help sup- 
port the family. 

Seven-eighths of all the money left by mar- 
ried men in the United States for the support 
of their families is derived from life insurance. 
Only 7 per cent of the economic value of human 
life is covered by insurance. 

Ninety per cent of all men engaged in active 
business fail to reach old age with sufficient 
accumulation of money to take care of their 
dependents. 

The above statement shows that a man has 
about one chance in ten of being able to care 
for his wife and babies in event of his death, 
or for himself in old age. 

With such facts set before us, we certainly 
can see the opportunity of rendering real ser- 
vice. No man can say that he has had success 
in his vocation unless he has rendered a needed 
The oppor- 


open. 


service to the best of his ability. 
tunity for through 
May each of us render that service. 


—The Dotted Line. 


success service is 


International Insurance Guide 
Under the title of “International Insurance 
Guide,” the Post Magazine has issued a statis- 
tical book of nearly 3co pages, giving statis- 
tical data relating to insurance companies in 
sixty countries. The column headings are not 
only printed in English, but in French, Dutch, 
Spanish, Itafian, Portuguese, German, Danish, 
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Swedish and Norwegian. There. is also a table 
giving the equivalents of the names of cities 
in the various languages. 





Connecticut General’s New Home Office 
Building 

HARTFORD, 'CoNN., October 13.—The Connec- 
ticut General Life Insurance Company’s new 
home office building, which is to be erected dur- 
ing the coming year, will be six stories high, 
the front being of granite. The architect is 
James Gamble Rogers of New York. On the 
ground floor will be a large assembly hall and 





The Providers 
Life Assurance 
Company 


Home Office: 1530 N. Robey St., 


Chicago, Illinois 


Desires to secure the services 
of a capable agency organizer 


—a live wire— 
Salary and commission basis. 


Honesty most essential. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $4,000,000. In- 
surance in force $111,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 

The best for the policyholder 
and agent. 


Operating in 20 States. For 


territory write today 


AGENCY DEPARTMENT 
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on the sixth floor a cafeteria for employees. 
Marc Eidlitz & Son, New York contractors, 
will erect the building. No time limit is called 
for by the contract but it is thought that the 
work can be completed in about eighteen 
months. Work on the demolition of buildings 
at present on the site, which faces Bushnell 
Park in the center of the city, will begin next 
month. 


Journal of the Institute of Actuaries 

Under date of July, 1924, No. 284 of the 
Journal of the Institute of Actuaries, Volume 
LV, Part II, has been issued by Charles and 
Edwin Layton. This number contains papers 
by C. H. Maltby, F.I.A.; Duncan C. Fraser, 
M.A., F.I.A.; E. T. Whittaker, Sc.D., F.R.S.; 
G. Robinson, M.A., B.Sc.; Professor Ray- 
mond Pearl, G. H: Bryan, Sc:D., F-R:S.; H. 
Andoyer, Joseph Maclean, J. F. Steffensen, 
Ph.D., and Dr. Alfred Loewy, as well as 
legal notes by Robert A. Bateman, B.Sc., and 
an actuarial note by A. W. Evans, F.I.A. 

Among the topics treated are Some Sug- 
gested Amendments to the Insurance Com- 
panies Act, 1909; The Inclusion of Disability 
and Fatal Accident Benefits in Life Assurance 
Contracts; Mortality Experience of Govern- 
ment Life Annuitants; Notes on Mortality of 
Annuitants; General Relations Between Central 
Sums and Central Terms; The Calculus of 
Observations ; Introduction to Medical Biometry 
and Statistics; Mathematical Tables; Laplace’s 
and Gauss’s Summation-Formulas and Insur- 
ance Mathematics. 


THE SPeCriaTrTor 


Orders at $2.50 per copy should be placed 
with The Spectator Company, sole United 
States agent for the publications of Charles and 
Edwin Layton. 


NEW RECORD FOR PERSONAL 
PRODUCTION 
Jack E. Wilson Sets World’s Mark With 
240 Examined Applications in 
September 
Jack E. Wilson, general agent for the Minne- 
sota Mutual Life Insurance Company at 
Houston, Tex., closed his business for Septem- 
ber with an aggregate of 240 applications for 
a total of $1,290,000. This is said to be the 
largest number of policies ever 
secured by one man in a single month any- 
where. It is generally conceded to be a new 
world’s record of its kind. 


examined 


Life Insurance Law Chart, 1924-1925 

The 1924-1925 edition of the Life Insurance 
Law Chart has been published by The Spec- 
tator Company, New York. This chart is of 
great value because of the vast amount of con- 
densed information which it contains concern- 
ing the legal requirements of the respective 
States as to life insurance, and is also very 
useful as a checking list of the statutory re- 
quirements in the various States. By checking 
the various requirements in the respective 
States, it enables a company to make certain 
that it is complying with all the requirements 
of the law, and that it is thus avoiding the 
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chance of legal penalties. The column headiil 
ings, which indicate the character of the ini’ 
formation presented in the chart, are as fol. 
lows: i 


Annual fees (company license; total othe | 
fees); Expiration Company License; Fee for | 
Agent’s License and Date of Expiratiog 4 
(local; general); Resident Agent's Law; ; 
Reciprocal Law; Attorney for Service; Com.” 
pany Examinations (when; fee) ; Valuation of | 
Policies (basis; fee); Non-forfeiture; Policy © 
Form or Provisions; Surplus  Distributiog | 
Periods; Anti-Discrimination; Statements, 4 
Final Date for Filing (annual tax); Legal q 
Publications (number of papers; number of | 
times); State Tax and Final Date for Pays 
ment (premium; any other); Local Taxation; 7 
Regulations Governing Advertisements; Bond © 
to State, Agent or Company; Warranty | 
Defined; Miscellaneous Provisions. ; 

From the foregoing it is manifest that thig 
chart is most useful to life insurance com ’ 
panies, as it sets forth the important featureg 7 
of the various State laws with which they 
must comply. The information in the respec. © 
tive columns is amplified by the footnotes con } 
taining additional explanations. The data ™ 
covers each State and Territory, and also the 
Dominion of Canada. 

The Life Insurance Law Chart is tinned at 
the top and bottom and provided with a hanger, 7 
so that it may be conveniently hung upon the 7 
wall or partition. Its price is $4 per copy; 
with a discount of 20 per cent on 100 copies of 
more. 
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which includes: 


Shortening 
the Selling Process 


To aid the Agent in his field work, we have a 
very practical plan of Home Office Co-operation, 


MERICA 


— | 


An Agent’s Training Course—a complete and 
original course for new and old agents. 

A Prospect Bureau—that develops genuine dol- 
lars-and-cents prospects. 

Selling Helps—Advertising material to pros- 
pect and policyholder alike, holds business 
and creates good will. 

Policyholders’ Insurance Service—Embodying 
the ideals of true service to your client. 
Health Service of the Life Extension Institute 
to policyholders. 


Insurance Co, 
INDIANAPOLIS 


Supplying you with such selling tools makes your 
success greater and more productive. For infor- 
mation concerning agency opportunities, address: 








T. LOUIS HANSEN, Vice-President Established 1899 
THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 
Established 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 





HERBERT M. WOOLLEN 


PRESIDENT 
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